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CONSOLIDATION 


The Life Insurance Independent 


New York WITH ye 


The Insurance Salesman 


ND 


The National Talowiter, Life Insurance Edition 


HE LIFE INSURANCE INDEPENDENT, for 31 years the leading life insurance 

agents’ monthly magazine, enjoying for years the largest circulation of any in- 

surance periodical, has been consolidated as of August | with the Insurance Sales- 
man, monthly, and the National Underwriter, weekly, Life Insurarice Edition. 


This consolidation will give The National Un- *® Mr. N. H. Weed, who purchased the Life In- 
derwriter and the Salesman by far the largest surance Independent from Gideon L. McKean of 
circulations enjoyed by any papers respectively Chicago some 20 years ago and moved the paper 
in the weekly and monthly life insurance fields. tg New York, and who has been the guiding spirit 

The subscription rate of the Life Insurance of the enterprise during that time, will become 
Independent is $3 per year; and the rate of the business manager of the two publications of the 
National Underwriter and Salesman when taken Rough Notes Company, the Insurance Salesman 
in combination, $4 per year. Independent sub- and “Rough Notes.” 
scribers will therefore, by paying only $1 addi- 


tional per year, secure both the weekly and 
monthly life insurance services of the National 
Underwriter-Rough Notes Companies. 


The office of the Life Insurance Independent at 
38 Park Row, New York, will be continued until 
the lease expires on May. 1. next, as the New 
York office of the National Underwriter-Rough 
Notes Companies, and the present office at 95 
William Street, will be discontinued. On May 1, 
next, a new eastern office in New York will be 
occupied. 


This great strengthening of our life insurance 
publications especially coming at the time of the 
separation of the National Underwriter into sepa- 
rate weekly editions for life and fire and casualty 
insurance will, we trust, be appreciated by our 
subscribers, who will welcome the added service 
of the Life Insurance Independent and by our 


advertisers, who will not overlook the advantages 


of consolidation with the subscription list of the 
Life Insurance Independent, which at the time 
of the consolidation amounted to nearly 7,000. 


The National Underwriter Company 
The Rough Notes Company 


















How I Sold $25,000 Multiform Policy 
to Corporation That Wanted 


Term Insurance. 


By an Agent of the 
International Life of St. Louis 


EVERAL days ago | sold a 

$25,000 Multiform policy to a 

corporation as business insur- 
ance on the life of one of its offi- 
cers. The proposition had been 
under consideration for some time, 
and the corporation thought that 
term insurance was what was 
wanted. Knowing the weaknesses 
of term insurance, and that policy- 
holders are apt to be disappointed 
at the end of the term, I pulled 
out my data on the International's 
Multiform contract and sold them 
on it. 
It was not hard at all when I made 
it clear that the corporation would 
be obliged to invest only a half 
premium for the five years. And 
here is what I was able to tell the 
officer whose life was insured: 


“If at the éend of five years the 
need for business insurance con- 
tinues your corporation may con- 
tinue the policy, without medical 
examination, as if it had been in- 
sured in the first place as an Ordi- 
nary Life contract. If the need 
for business insurance is removed 


OF ST. 


MASSEY WILSON, 
. President 


you can take over the policy for 
your own personal uses. Without 
medical examination you person- 
ally can get the benefit of accumu- 
lated values and can pay up the 
policy in fifteen years, as if it orig- 
inally had been issued as a Twenty 
Payment Life policy, by deposit- 
ing annual premiums equal to the 
characteristic participating rate at 
your present age—not your age 
five years hence. Remember this 
is regular life insurance—not term 
insurance—and the policy becomes 
paid up with full values, Twenty 
Payment Life values.” 

This policy certainly fitted into 
this peculiar niche, and I’m find- 
ing more valuable uses for it every 
week. It can be sold time and 
time again when no other policy 
can get a bite. 

For here is what it does: It saves 
the rate for the present age, gives 
a half rate for the first five years, 
and is still fully paid up twenty 
years from date of issue. 

If you wish to know more about 
this Multiform policy write to the 


INTERNATIONAL LIFE 


LOUIS 


J. L. BABLER, 
Vice President and General Manager of Agencies 
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Are Quotas a Good Thing for Life Salesmen? 


ARGUMENTS FOR AND AGAINST ALLOTMENTS FOR GENERAL AGENCIES AND INDIVIDUAL PRODU- 
CERS—MAJORITY FAVOR FIXING DEFINITE WORK FOR MAN CARRYING RATE BOOK 10 SHOOT AT 


RE agency and company quotas a 
A good thing? Is it a benefit to the 

life insurance business and to the 
people that buy life insurance to have 
general agencies and the men con- 
nected with them striving to reach a 
figure fixed by the company? Most 
companies operate on the allotment or 
quota basis. At the beginn‘'ng of each 
year the company decides the amount 
of business that should be secured dur- 
ing the year, and then gives cach gen- 
eral agency an allotment. The general 
agent in turn fixes a figure for each 
man in the agency and in this way every 
branch office or general agency and 
man connected with the company has 
a definite goal to attain. 

With most life insurance men it is 
taken for granted that this is the proper 
system of operation. But the other day 
Irvin B. Eberhardt, one of the Chi- 
cago agents of the Northwestern Mu- 
tual and president of the Life Insur- 
ance Field Men’s Club of Chicago said: 
“One of the big evils of the life insur- 
ance business is the plan used by most 
companies of giving every agent and 
general agent a quota to work on. A 
general agent is told that he must do 
so much business during the year. He 
divides the total among the men in the 
office and tells them to go out and get 
busy. What is the result? At the end 
of the first six months it is found that 
the agency is behind in its quota and 
that most of the men connected with 
the agency have not come up to the 
figure set for them. The general agent 
commences to bestir himself. 


Has Demoralizing Affect 

on Agency Force 

“He tells his men that business is 
dragging and that they must do better. 
The company crowds the general agent 
for business and he exerts pressure 
upon his men. In order to get the re- 
quired amount, he resorts to question- 
able methods. He drives his men so 
hard that they commence to rebate and 
twist in order to swell their total. The 
general agent hires part timers from 
whom he can get only a limited amount 
of business and whom he never expects 
to stay in the business. He forms con- 
nections with brokers who can feed 
him a little something. He adopts the 
lazy man’s way of getting business. He 
passes the buck on to the men in the 
agericy and they are compelled to work 
under a strain. The system is wrong, 
because it denies to the general agent 
the opportunity to build up an organiza- 
tion. He must get business in the 
quickest, surest way. He cannot take 
the time to develop men, but must 
establish relationships with any and 
everyone that shows any indication of 
writing business. He cultivates brok- 
ers instead of policyholders. His whole 
aim soon becomes service to brokers 
and part timers instead of to the hold- 
ers of policies. His entire attention is 
focused upon getting business from 
whatever source. 
Puts Agents Under 

a Heavy Strain 

“The effect on agents is demoralizing. 


They are driven so hard that they are 
compelled to work under a constant 
strain. They have before them a figure 
that seems very far away. They are 
put in an unnatural position The 
salaried man, even the one holding a 
big position, does not have the same 
amount of worry. He is not laboring 
under constant pressure from his su- 
periors. The agent who is be'ng 
prodded by his general agent every day, 
who is conscious of the fact that he is 
not getting the amount of business 
that the general agent wants him to, 
and is worrying all the time about what 
he is doing, cannot possibly do the 
best work. He is at a decided disad- 
vantage. He is under a mental strain 
that unfits him for really good sales- 
manship. He tries to close cases too 
quickly, and ceases tv do very much 


cultivation work. If an agent has no 
quota, he can be free of all of this 
worry. He can plan out his own sys- 


tem and then work the plan. He can 
exercise his own initiative and judg- 
ment. He can develop himself along 


the right lines. Quotas, or at least the 
system used at the present time by 


most companies, should be abolished.” 


Every Job Requires 

So Much Work 

Life men generally seemed to be op- 
posed to Mr. Eberhardt’s theory on 
allotments or quotas. An executive of 
one of the aggressive middle western 
companies said when told of Mr. Eber- 
hasdt’s views: “Why, everybody, no 
matter what they do, has a quota. The 
bricklayer lays so many bricks every 
day. He can do about so much work in 
a specified number of hours. This has 
been proven. The farm hand, if he is 
plowing a field, can accomplish about 
so much. The farm worker that cannot 
do the amount of work that is recog- 
nized as being reasonable or average, 
loses his job. Every clerk in every 
office is supposed to turn out about so 


much work. Every job represents a 
certain amount of labor. A man is 
hired for a position in an office. If he 


fails to do as much work as his boss 
thinks he should he is fired. He is not 
told that he has a particular amount of 
work to do and is not given a quota. 
He is not exactly required to do a 
specified amount of work every day, 
but if he falls short, of what experience 
has shown to be a reasonable amount 
of work, he cannot keep his position. 
If this were not so, offices and indus- 
trial plants would be full of loafers and 
stallers. 


Lack of System 

Vital Defect 

“So everybody has a quota but the 
life agent. He drifts along aimlessly 
from one day to the next. If you know 
100 life insurance agents in Chicago, sit 
down at the telephone some morning 
and call them up and ask them if they 
will go to the theatre with you in the 
afternoon. At least 99 of them will 


gladly accept your invitation, and the 
one that doesn’t will probably be sick. 
They will go to a matinee with you on 
any day, because none of them will 


have any particular work planned out 
for the afternoon. All of them might 
have lists of prospects that they were 
going to call on, but they would all be 
willing to put off calling on them until 
the next day. One day looks as good 
as another to a life insurance man. With 
then it’s a case of tomorrow is another 
day. The big trouble is that life insur- 
ance salesmen do not sit down in the 
morning and decide what they are go- 
ing to do during the day. True enough, 
they may make out a list of calls that 
they intend to make, but almost any- 
thing can interfere with this. If they 
don’t call on the people named on their 
list today, they can tomorrow. They do 
not feel obligated to call on a particular 
list of people on a particular day. Sup- 
pose a man has a job in an office. He 
comes down to his desk each day and 
does about so much work. He cannot 
leave the moment anyone asks him to 
play golf or go to the theatre, or spend 
the afternoon in some other form of 
amusement. He cannot think of leav- 
ing his job whenever someone suggests 
a good time. He has his work all cut 
out for him and must accomplish so 
much every day. If the life agent would 


follow this plan he would get some 
place. Most life men if they worked 
on this basis would do about two or 


three times the amount of business they 
are doing at the present time. 


Depends on Who 

Fixes the Quota 

“The best thing that life insurance 
agency managers know of to remedy 
this defect is the quota. A man must 
have a mark to shoot at. He must be 
working towards a definite goal, or he 
would become simply hopeless. He 
would drift along like a ship without a 
rudder. A general agency, as well as 
the men connected with it, must have 
a figure to work on. Even if a com- 
pany gives no quota to its general 
agents, it knows just about what a ter- 
ritory should produce and what each 
man should do. The figure may never 
be mentioned, but the agency manager, 
the one in touch with the field, knows. 
No company can afford to let a general 
agency or branch office go along as it 
pleases and say thank you for what- 
ever business happens to be turned in 
at the end of the year. 

“There are, of course, two kinds of 
quotas—those that general agents give 
themselves at company conventions, for 
instance: One man gets up and says, 
‘Our office is going to produce $3,000,- 
000 of business this year. You can put 
us down for that much, Mr. President.’ 
The next man hops up and says, ‘You 
can count on us for $4,000,000 this 
year,’ and so on up the line. These 
are hot air quotas. They do not mean 
anything. TheYare usually ridiculous 
and one general agent tries to outdo the 
other in front of the president. The 
figures mean nothing. Quotas of this 
kind really do more harm than good. 
They are impossible from the start. But 
the general agent or even the agent 
himself knows about what can be done. 
A man can figure out himself about 


what he should do and then set out to 
do it.” 


Experience of Man 

Who Made Good 

A very successful agency superin- 
tendent said in regard to quotas: “I 
started to work after leaving the farm 
as private secretary to the president of 
a wholesale hat company. I received a 
good salary. I had what was regarded 
as a very good position tor a young 
man. I was finally persuaded to go 
into the Ife insurance business. Every- 
one said it was a mistake, because I was 
only 21 years old and could not make a 
success of it. I was told that I should 
have stayed at the business that I had 
learned. Everyone was so opposed to 
the move that I made that I was filled 
with a blind determination to make 
good. In the first place, I set out each 


week to make as much money as I 
would have made at my old job, I 
could hardly sleep nights during the 


first of the week until I had earned in 
commissions enough to equal my old 
salary. I was soon able to do this 
without much trouble and then I begar 
to try to double the figure, and trinle 
it, and so on. I made good as a life 
insurance salesman almost before I 
knew it. Why? Because I had a 
definite amount of money to make. 
Every week I started out to earn as 
much as I would have received on my 
former job. I was after a_ certain 
amount of money and I got it because 
I went after it. If I had simply started 
out to sell business here, there and the 
other place, with no especial amount of 
money in mind, I would simply have 
skimmed the top and picked up what- 
ever happened to fall my way.” 

Everything can be overdone. We 
ean eat too much food, but this does 
not mean that food is not good for us. 
A quota that is too high is a decided 
detriment. Nothing discourages a man 
more than the feeling that he is not 
doing as much as he should do, and 
the consciousness that he is not able 
to do very much more. Whether or 
not a quota is a good thing depends 
entirely upon the man who makes the 
quota. It should be given out by some 
one either at the home office or in the 
general agent who absolutely knows the 
men in the field. 





Connecticut Mutual Meetings 
NEW YORK, Sept. 1.—Sectional 
meetings of the $100,000 and $200,000 
Club members of the Connecticut Mu- 
tual Life will be held at various cities 


during the present month. The first 
gathering will be in this city Sept. 
3-4, the next at Baltimore on the 7th 
and 8th, the third at Cincinnati 10th 
and 11th, fourth at Kansas City 13th 
and 14th, the last at San Francisco 


20th and 2ist. Speakers from the head 
office will include Vice-President James 
Lee I oomis, Superintendent of Agen- 
cies H. H. Steiner and Assistant Su- 
perintendent of Agencies H. F. Gray 
and H. M. Holderness, agency corres- 
pondent. 
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Pe i Harvest 
Money in Bank; Now 
Is Time to Solicit 


HIS is the time to solicit the 

farmer for life insurance because 
he has his harvest money in the bank 
or its equivalent in the granary. This 
statement was made at the recent con- 
vention of Security Life Agents in Chi- 
cago in a discussion on “Getting Coun- 
try Business.” The Security Life has 
made an exceptional record in writing 
farm business, having accumulated a 
large volume of business in such farm- 
ing states as Kentucky, Arkansas and 
Oregon, and its agency men are par- 
ticularly well qualified to speak on the 
subject. 

The all-important thing to consider 
in soliciting business in the country is 
the farmer’s time. The farmer is a 
busy man and, as one man put it, he 
was the first to adopt the eight-hour 
system—eight hours before noon and 
eight hours after. Extreme care should 
be used in consuming the farmer’s time 
because he will resent your wasting it, 
especially when you are trying to sell 
him something. It is often necessary 
in the farm territory to solicit at night 
and the agents working in that territory 
have found their interviews much more 
successful when they are had at night. 


Talk Crops or Cattle 


In approaching the farmer the agent 
should know something about the 
things he is interested in, He should 
be able to talk intelligently about crops 
or if the farmer is a cattle raiser about 
the various kinds of live stock. The 
farmer is in a-distinctive line of busi- 
ness and he wants his individuality rec- 
ognized. It is also of value to know 
some of his friends or at least be able 
to call them by name. If you have 
written one of his friends your chances 
of writing him will be greatly improved 
if you tell him about it. Do not try 
to camouflage this knowledge of his 
business and friends. If it is limited, 
be careful. You are apt to find your- 
self greatly embarrassed if you tell 
him you think a certain breed of hogs 
is good and he has a whole litter of 
another breed running around in close 
sight. 

It will be found at times that it is 
hard to get the farmer’s attention and 
even more difficult to interest him in 
your proposition. If the agent is work- 
ing in a new territory and does not 
know the farmers by name he is up 
against it. The way some agents over- 
come this is to call on the doctor in 
the community and get him to visit the 
neighboring farmers with them. The 
country doctor is often not a busy man 
and he can easily spare a day of his 
time for which the agent can remu- 
nerate him as he sees fit. He knows 
the farmers in his territory by their 
first names and he can not only fur- 
nish a good introduction for the agent 
but he can bring his influence to bear 
in selling them. 


Hire Man to Do Farmer’s Work 


Another successful method of get- 
ting the farmer’s attention and inter- 
esting him is to hire a man by the 
day who is familiar with general farm- 
ing and take him out on your can- 
vasses. When you drive up to the farm 
and find the farmer ploughing in his 
fields or feeding his cattle call him over 
to your car and tell him to let the man 
you have brought with you do the 
work while you talk to him. The 
farmer will readily agree to this 
and he will sit in your machine and 
talk just as long as the man continues 
to do his work. When vou have his 
application you can call the man back 
and go on to the next farm. 

The country banker can often be of 
material aid in writing farmers. Some 
agents never work without the co-oper- 
ation of the banker. They secure lists 


of prospects from him, letters of intro- 
duction and in many cases have him 
accompany them on their canvasses. 
The banker always has a big influence 
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Charles F. Coffin of State Life of Indiana Gives 





N WEDNESDAY of last week a 
O special reception was accorded 

Charles F. Coffin, vice-president 
of the State Life, by the Indianapolis 
Chamber of Commerce, of which he is 
president, in connection with a luncheon 
given in his honor, and the affair par- 
took of the nature of an ovation. Mr. 
Coffin had just returned from a two 
months’ trip in Europe, where he went 
as delegate of the Indianapolis Cham- 
ber of Commerce to the organization 
meeting of the International Chamber 
of Commerce in Paris. While he will 
later make a formal report to the 
Chamber of Commerce, at the Wednes- 
day meeting he spoke most entertain- 
ingly of some phases of the trip and 
vividly described some of the scenes 
that stood out especially among his 
experiences. 

Rapid Progress in Reconstruction 


“It was in my own life an experience 
I can never forget,” he said. It was, 
of all times, 
business man to take such a trip. While 
there are many raw scars of the world 
war still exposed, the work of recon- 
struction is going on with such amaz- 
ing energy and determination that Mr. 
Coffin predicted within five years most 
of the glaring evidences of the struggle 
will be obliterated. The organization 
now of an International Chamber of 
Commerce he regarded as most timely. 
While there were over 100 American 
delegates in all, there were 41 dele- 
gates in the party, representing eighteen 
states, on the boat on which Mr. Cof- 
fin sailed from New York, June 5, On 
shipboard during the trip across, daily 
meetings were held, in which the dele- 
gates became acquainted and organized. 
They disembarked at Antwerp and 
found provision for their comfort and 
entertainment until they reached Paris, 
and from then on until they finally 
sailed for home. 


Courtesy Shown to Americans 


He said that every courtesy and con- 
sideration was shown the American 
business men. This was exemplified in 
the fact that, during the course of their 
entire travels through the various 
European countries, not once were their 
passports asked for nor was their bag- 
gage ever opened by government in- 
spectors. 

There were five nations represented 
in the meetings of the International 
Chamber of Commerce—Great Britain, 
France, Belgium, Italy and the United 
States. For the first few days of the 
meetings, which were conducted in 
both English and French with the aid 
of a very skillful interpreter, Mr. Cof- 
fin said there was undoubtedly an air 
of restraint and the delegates of the 
different countries were disposed to eye 
one another with a shade of doubt, 
but this wore off and the sessions grew 
to be notable for their spirit of earnest 
desire for harmonious cooperation for 
the ends all hoped to attain. 


Deserves American Support 


He said that he regarded the or- 
ganization meeting as a genuine suc- 
cess, but he said emphatically that it 
will have to have the hearty cooperation 
and backing of the business organiza- 
tions of the individual countries if it 





a propitious period for a | 


| 
Interesting Report of His Recent Trip Abroad | 
—| 


is to function as its organizers hope. 
He recommended the heartiest support 
of American business bodies to the in 

ternational organization. On the invi- | 
tation of Italy, quite a number of the | 
delegates made a trip through the great | 
industrial region of northern Italy and | 
Mr. Coffin said that everyone in th | 
party was amazed at what had already | 
been accomplished there. Great proj- | 
ects have been completed and others | 
are under way for utilizing the almost 
inexhaustible water power resources of | 
the Alps, and much of the transporta- 
tion and many of the manufacturing 
industries of Italy are now operated by 
this very economical source of power. | 
He says that Italy has been driven to | 
use these natural resources by the | 
steadily diminishing coal supply, the 
price of soft coal being from $35 to $40 | 
per ton. Mr. Coffin predicts that great | 
industrial surprises may be looked for 
from this region. He said that the 
visitors were shown every friendly at- | 
tention and some delightful entertain- 
ment features were wedged into "the 
strenuous program. 


Trips to Battlefields 





i 
At Paris special provision was made | 
for the delegates to make three care- | 
fully planned trips to various parts 
of the battlefields, each delegate being 
permitted to select the particular trip 
he preferred. Mr. Coffin said that he 
chose the Verdun area, because of the 
fact that it was there the American 
troops made their gallant record. 
Belgium, France and Italy, he said, 
have come to themselves during the 
past six months and are going de- 
terminedly ahead in their work of | 
reconstruction. They had all been put- 
ting much dependence upon the prom- 
ised German indemnities and had been 
waiting for this help, but, he said, they 
are no longer putting off their tasks 
and are making amazing headway. He 
particularly mentioned Belgium as hav- 
ing shown remarkable _recuperative | 
powers. He sajd that these nations | 
are deserving of all the help and en- | 
couragement that the United States can | 
give and that, by an exercise of pa- | 
tience and forbearance on the part of | ‘ 
each, the misunderstandings that have | 
arisen since the close of the war will 
finally wear away. Mr. Coffin bore 
personally all the expense of his trip, 
a service which he said he was glad to | 
render the Indianapolis Chamber of | 
Commerce. 





Coffin a Strong Factor 


Mr. Coffin was early recognized as 
a strong factor in the American dele- 
gation and was frequently called upon 
for public addresses at official meet- 
ings held in honor of the American 
delegates. Perhaps the most notable 
occasion was at a dinner given in Lon- 
don by the British Chamber of Com- 
merce after the Paris meeting had 
adjourned. Many members of both 
houses of Parliament were present. Mr. 
Coffin responded to the toast, “Our 
American Guests,” a toast proposed by 
Sir Stanley Machin, the president, and 
seconded by Lord Desborough, both 
paying high tribute to the United 
States. Mr. Coffin’s address was said | 
by his American associates to have 
been both able and eloquent. 








with the farmers. He is a man they 
trust implicitly and the agent can have 
no better recommendation than one 
from him. 


Some Trouble With Twisting 


Unfortunately, there is a great deal 
of twisting in the country territory. 
Agents say that they have their great- 
est trouble in collecting the second pre- 
mium. As soon as a rival agent learns 





that the agent has written a certain 
farmer he immediately lists him and 
about two weeks before the time the 
second premium falls due he calls on 
him and twists the business. As much 
as 75 per cent of an agent’s yearly 
business has been known to have been 
twisted in this manner. When the case 
is allowed to lapse upon failure to meet 
the second premium it takes more time 
to collect the lapse and set the case 





| to the public. 


Springs, 





CHARLES F. COFFIN 
Vice-President State Life, who Reviews 
European Situation 


| How Ponzi ‘tas flab - 


You Sell Life Insurance 


URING the past month it has been 
impossible to pick up a newspaper 


| without being confronted with one of 


the best arguments for monthly income 
insurance that has ever been presented 
The fact that Charles 
Ponzi of Boston was able to induce 
40,000 men and women to “invest” an 
amount estimated at between $15,000,- 
000 and $20,000,000 by promising a very 
high rate of interest, shows how easy 
it is to catch the unwary with “get- 
rich-quick” schemes. The “Boston 
Wizard” is not the first, nor will he be 
the last, to prey upon those who have 


| a little capital and desire to make it 


produce a larger income than it can be 
made to earn with safety. It should 
rot be difficult to make men realize 
that just such a danger confronts the 
families of those who leave money or 
securities to provide for their depend- 
ents. Show them how to replace sup- 
port rather than to furnish capital for 
investment. In so doing you will, in 
many instances, bring them to a realiz- 
ing sense of how inadequate is the 
amount of insurance they are carrying 
at present.—Radiator. 


New York Life Meeting 


NEW YORK, Sept. 1—Members of 


| the $100,000 Club and of the $200,000 


Club of the New York Life will hold 
their annual convention at Saratoga 
N. Y., early next month. The 
$200, 000 men will leave here for Albany 
on the night boat tomorrow, going 
thence to Saratoga Springs by special 
train. They will be in session from 
Sept. 2 to Sept. 5. The $100,000 group 
will meet on Sept. 7-8. Vice-President 
Buckner and other officers of the com 
pany will attend. 


Columbus Mutual Enters Nebraska 


The Columbus Mutual Life of Co- 
lumbus, O., has entered Nebraska. G 
M. Van Camp, who was formerly con- 
nected with the Provident Life & Trust 
at Lincoln, Neb., has been appointed 
general agent of the Columbus Mutual 








right again than it does to write five 
new cases. In some sections efforts t 
correct this have been fruitless. Th« 
agent at fault denies that he twisted 
the business and the farmer refuses to 
sign an affidavit that certain state- 
ments were made because he does not 
want to be brought into court. 

Farm business when it is written 
right is good business. In territory 
free from twisters the lapse ratios have 
been very favorable. The time to get 
the business is now. The next 60 days 
will be the harvest time for life in 
surance in the country. 
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COLUMBUS MUTUAL 
AGENTS’ MEETING 





Interesting Convention of the 
Leaders Brought Out Sell- 
ing Points 


;} on 


DISCUSSIONS | 


INTERESTING 
Agency Contract of the Company Re- 
ceives Much Praise as It Safe- 


guards the Renewals 





COLUMBUS, O., Aug. 27.—The an- 
nual meeting of the Columbus Mutual 
Agents’ Association was held here this 
week, the members going to Buckeye 
Lake to spend Friday and Saturday. 
James A. Grizzard the 
agency association, who has been doing 
magnificent work in the home city of 
the Columbus Mutual Life connec- 
tion with the new plan he has inaugu- 
rated, could not be present at the meet- 
ing, as he had arranged for his vacation 
in the east at this time. Ivan T. 
Quick of Cleveland, O., one of the vice- 
presidents, presided at the meeting. 

The Columbus Mutual Life men are 
high gra< le in every particular. They 
are serious-minded, conscientious and 
loyal. The agency contract of the Co- 
lumbus Mutual has gained wide favor 
because of its absolutely nonforfeitable 
renewal feature. Under this contract, 
the agent does not forfeit his renewals 
if he leaves the company, dies or what 
not. The renewals belong to him and 
his estate. This contract was devised 
by President C. W. Brandon of the 
company and is regarded today as a 
rew step in cementing life insurance 
agents to the company they represent. 


President of 


in 


Adopted Columbus Mutual Plan 


It is interesting to note in this con- 
nection that the National Guardian Life 
of Madison, Wis., has adopted the Co- 
lumbus Mutual agency contract. Vice- 
President and Agency Manager C. L. | 
Miller of the National Guardian paid | 
the home office of the Columbus Mu- 
tual two visits to study this contract. 
He was fh ae here at this meeting 
and spoke both at the banquet and dur- 
ing the business sessions. He stated 
that his company believed that this 
agency contract was the best in exist- 
ence today and hence had adopted it. 

C. S. Vining of Columbus, in talk- 
ing about big policies on business men, 
said that men are making their estates 
secure by carrying life insurance. He 
believes that an agent should be thor- 
oughly sold himself as to the benefits 
of adequate insurance. He advises put- 
ting more effort on canvassing people 
who can afford to pay for their insur- 
ance. 





Percentage of Income 


The question arose after the paper 
was read as to what percentage of a 
man’ s income should be devoted to pur- 

lasing life insurance. The consensus 
of opinion seemed to be from 7 to 10 
percent. Mr. Miller of the National 
Guardian Life said that he used 15 
percent of his income for life insurance | 
and was glad to do it. One agent said 
that he endeavored to find out what 
obligations a man had outstanding and 
urgtd him to take insurance to cover 
these obligations and as much more for 
the benefit of his family. This would 
be in addition to any insurance he was 
carrying. Many of the men said that | 
when peonle get in the habit of carry- 
ing a sufficient amount of insurance, 
> do not regard it as a burden. The 
monthly payment basis is considered | 
good measuring rod to use, as then 
a man can see just what his insur- 
will amount to on the monthly 


2 
a 


ance 


| in 


| wise he learns. 


payment plan. One agent said that 
he had a policy providing for the pay- 
ment of $30 a month to his beneficiary 
and he always took that along with 
him to show it to his prospects. 


Retiring Preferred Stock 


One agent said that he had sold a 
business policy amounting to $50,000 
order to retire $50,000 preferred 
stock. This was written on the 15- 
payment life plan. He said the official 
whose life this policy was taken 
figured that if at the end of the 15 
years he was in poor health, he would 
have the policy continued ‘personally 


and borrow sufficient money to pay off | 


the preferred stock. The business 
house figured that the cash value of the 


15 pay life would be sufficient to meet | 


the demands at that time. 

Mr. Hord, who is an 
farm mortgage company 
explained his system of loaning money 
with which to purchase farms and re- 


official of a 


quiring that a life insurance policy be 
secured to cover the amount of the 


mortgage and assigned to the mortgage 
company. Mr. Hord is using the Co- 
lumbus Mutual Life in this connection. 
He said that he always insists that the 
debtor not only 
with life insurance, but out 


as 


take 


much again for the benefit of his fam- | 


ily. In other words, the mortgage 
should not only be paid off, 
should be something of 
created. 


GG. M. Van Camp’s Views 


G. M. Van Camp of Lincoln, Neb., 
said that his agency had been very suc- 
cessful in getting after those who had 
taken out marriage licenses. He sends 


an estate 


a man to the court house every Satur- | 


day morning to get these names. He 
| then consults the city directory tele- 
phone directory and credit book in 


order to get the addresses and possibly 
some line on the business of the men. 
He said that on an average his agency 
was able to write 60 percent of the men 
taking out marriage licenses. 
that he had found out that 90 percent 
of men getting married do not carry 
adequate life insurance. He stated that 
it is the agent that gets to the newly- 
weds the soonest who clinches the 
business. 
J. J. Dvorak of Cleveland, 
on “What Life Insurance 
for America,” showed how 
has checked radicalism, 


ance 
ated estates, has saved homes, 


in a paper 
Has Done 
life insur- 
has cre- 


cated children, has built railroads, has | 
furnished money for financing farms 
and has entered into many of the 
economic activities of the nation. 
Educational Value Seen » 
R. V. Smith of Columbus, who is a 


part time man, is a professor of Latin 
and Greek at Capitol College and also 
an instructor in Latin in the Ohio State 
University. He said that the question 
is often asked whether educational 


training is desirable merely to enable | 


one to get a living, or is it to enable 
one to live his life more abundantly. 
In other words, education gotten 
for a job or for a life? Prof. Smith 
said that the average man is not very 


is 


conversant with life insurance. The 
life insurance man should be able to 
translate his knowledge into action. 


When people learn about life insurance 
functions, they become thrifty, they 
learn how to take proper care of their 
money, they become more sensitive to 
their responsibilities. When a man 
finds that he has to save enough money 
to meet his life insurance premium he 
does not spend so much for superfluous 
and extravagant articles. Thrift is en- 
couraged, yet the saving to pay for 
life insurance does not lead to greed. 
The public, he says, is learning more 
of the force of life insurance in the 
world. The teacher of life insurance is 
the agent. As the agent teaches, like- 
Prof. Smith said there 
are more and more educational ad- 
vantages being offered to agents. Many 
universities have courses in life insur- 
ance. He said that a broader knowl- 
edge lends force to life insurance argu- 





at Cincinnati, | 


cover his obligations | 


but there | 


He said | 


has edu- | 


RANCE EDITION 
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ments. He thinks agents should study 
English, should have the faculty of 


expressing themselves intelligently and 
clearly. Prof. Smith said that the 
| broader the knowledge of a life insur- 
ance man, the better agent he will make 
So many avenues of knowledge cross 
life insurance. An agent can well study 
finance and banking. The most useful 
knowledge that a life insurance man 
can have is to know human nature. 


A. Hudson's Talk 


s. 
Columbus, O., in 
how he secures pros- 
in his opinion a 
insurance man should not oversell his 
clients. If he does, he ultimately gets 
| the ill will of the man who is unable to 
meet his premium. Mr. Hudson says 
| that confidence plays a large part in 
the securing of prospects. If the man 
in his community has the respect and 
confidence of the, people they will listen 
to what he says. Mr. Hudson said 
that the one big source of information 
as to new prospects is old policyhold- 
ers. He frequently leaves a slip with 
his policyholders, asking them to jot 
down the names of anyone who they 
think is in need of life insurance and 
might be induced to take it. He en- 
deavors to get a letter of introduction, 
if possible, saying that that leaves a 
good impression on the man to whom 
it delivered. Activity in clubs and 
lodges leads to prospects. Mr. Hud- 
son told the men to look after their 
people properly, establish friendly 
| terms with as many as possible, don’t 
hesitate to ask favors and to do things 
for people. He said that he had sent 
out 300 form letters, with a statement 
that anyone desiring a first-class memo- 
randum book could send in his name 
together with a little information as to 
his date of birth, and on. He said 
| that this cost about 10 percent of the 
| commission, but he feels it can be 
made successful provided 500 a month 
are sent out. 


| Method of Reaching Farmers 


| L. B. Hartlage, talking about in- 
teresting farmers in life insurance, said 
that the men in the agricultural regions 
are actuated in purchasing life insur- 
ance by the same motives that govern 
those in the city. It should be the 
policy of the agents to ascertain what 
is the governing motive in the farmer 
and then appeal to that. It may be 
protection for his family, it may be the 
desire to cover a mortgage, it may be 
a wish to save money, to assist him in 
his business, to create an estate, or pro- 
vide an income for old age. It should 
be the aim of the agent to prepare 
the mind of the farmer for the recom- 
mendation that to be made. Farm- 
|} ers read life insurance literature and 
hence leaflets can be employed to good 
advantage. He thinks that these 
should be sent out in advance of the 
call. 


» \. Hudson of 


speaking about 
| pects, said that 


1s 


so 


is 


Semi-Annual Figures 


Secretary D. Ball, in telling about 


the semi-annual statement, said that 
the Columbus Mutual has $2,000,000 
in assets and $25,000,000 insurance in 
force. It has gained $6,500,000 insur- 
ance in seven months. The Columbus 
Mutual decided to increase its valua- 
tion basis to the Illinois standards, 
which means adding $60,000 more to 
reserve. It has sold $50,000 additional 


stock at two for one and this has been 
more than subscribed by the old stock- 
holders. He said that the company is 
averaging $100,000 total income a 
month. It has paid $50,000 in deaths 


life | 


c 


| 





and claims the first seven months an‘ | 
$60,000 in dividends to policyholders. | 


Insurance Superintendent Speaks 


Treasurer S. 
Insurance 


At the annual banquet, 

A. Hoskins was*toastmaster. 

Superintendent Robert P. Crew, 

has recently gone into office, was pres- 

ent and made a fine impression on the 

|agents. Mr. Crew is a young man. 


who | 


He came to the department of insurance | 


from the state banking department. 
said that he desired to administer the 
| laws of the state in an impartial way 


He | 
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He intends to study the business, 
wants to be on cordial terms with the 
life insurance people and urged them to 
call on him at the department whenever 
he could be of assistance. 

Vice-President C. L. Miller of the 
National Guardian Life of Madison, 
Wis., was the main banquet speaker. 
He dwelt on the fact that the life in- 
surance agent is a success in proportion 
to his ability to manage himself. He 
said that his problem was _ himself. 
Therefore, every man should make a 
careful study of himself, his strength, 
his weaknesses, and develop those 
functions that are latent or need 
strengthening. He said that every 
agent promotes himself. It is up to 
every man to do his best and if he 
does that, he will get somewhere. He 
said there is a greater opportunity than 
ever for a man in the life insurance 
field today. Life insurance, he said, i 
a principle and not a company. 

Managing Editor C. M. Cartwright of 
The NATIONAL UNDERWRITER also spoke 
at the banquet. 


Actuary Mitcheltree’s Paper 


At the Thursday morning session, 
Actuary Carl Mitcheltree spoke of some 
of the policies that are not usually sold, 
which he thinks the agents overlook. 
Mr. Mitcheltree favors the endowment 
at age 65, saying that in his opinion it 
meets more individual cases than any 
other contract. He said there are many 
forms that are most excellent that are 
not sold. An agent confines his recom- 
mendations to three or four policies, 
and he thinks that this is a mistake. 
Life companies get out many policy 
forms to suit special cases. The agent 
should study his rate book, find out 
what all the policies are for, what 
cases they fit and then use them, Mr. 
Mitcheltree is especially favorable to 
the income policy, saying that a life 
company can handle monthly income 
for the beneficiary in a much more ad 
vantageous way than a trust company. 
The monthly income is absolutely safe- 


guarded. 
Building an Agency 


F. J. Miller of Tiffin, O., speaking on 
how to build an agency, said that a 
general agent should have a definite 


start in a modest way 
and gradually build up. He laid great 
stress on the necessity of team work 
Everyone should cooperate. A gen 
eral agent should help his men in every 
possible way, keep in close touch with 
them, encourage them, furnish them 
with prospects, go out and help them 
He said that “push” is a necessary 
faculty in advancing the cause of either 
an individual or an agency. There 
should be something to do every day. 
He said that many ministers are lazy 
because they have not a definite line 
of work to ae early in the week. -He 
said that an agent should make up 
his mind to see a certain number of 
prospects every day. Mr. Miller said 
that he had had a banquet or two for 
his leading policyholders and some of 
his more prominent prospects and it 
had been a paying investment. He also 
believes in judicious advertising in the 
papers. He said that he had gotten 
much insurance by keeping in touch 
with high school graduates. Many 
fathers will buy a policy on the lives 
of their sons, so that the young men 
may have something to keep up later 
on. Where it is necessary, Mr. Miller 
said, he arranges for the premium pay- 


plan before him, 


ment on the semi-monthly plan, as he 
finds many people are not able to ar- 
range their finances even to pay on 


the quarterly plan. 
Dr. Carpenter Talks 


Dr. W. B. Carpenter, the medical di- 
rector, gave some advice to the agents. 
He spoke especially of life insurance 
for women, saying that the mortality 
tables had been constructed on the ex- 
perience on male lives. He said at 
the present time, the mortality experi- 
ence on males had been more satisfac- 
tory than females. Women who are 
earning their own way are better risks 
than others. He believes that prohibi- 
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CAPITAL, $200,000.00 


Originators of the 
“Multiple Option” Policy 
a three-in-one contract. 
A good policy for the 
live wire. 


A company born in the West, 
built for western people, 
by western men. 


GOOD AGENTS WANTED 






Progressive In Its Ideas 
Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 











Significant Commentary! 


PUBLISHER of Well-Known Insurance periodicals and Books 
recently Reported that during his Tours of the Country, Insurance 
Men he met more frequently Spoke of the Distinctive Success 
Achieved by THE COLUMBUS MUTUAL LIFE than that of any other 
company. He may have Exaggerated a bit but the Widespread Favor- 
able Notice The Columbus Mutual has Attracted is an Interesting 
Commentary on a Significant Development in the Insurance Business. 


In a Little over a Dozen Years, this Company, in the Quality and 
Cost of its Insurance, Matched or Passed the Records Established by 
the Long-Recognized Top-Notch Companies; Matched or Passed them 
in Service to Policy-Holders, although they had over a Half-Century 
Start, and the Advantage of a Thousand Times the Prestige and Volume. 


By the Entire Elimination of a Vast Amount of Customary Organ- 
ization Expense—Sa'aries, Advances, Drawing Accounts, Fees, Rents, 
etc., for extra Vice-Presidents, Managers, Supervisors, Superintendents, 
General Agents and Special Agents—The Columbus Mutual has Saved 
Many Thousands of Dollars and will Save Millions—Millions for Policy- 
Holders and Producing Agents in the Field. 


The Company which Discovered the Best Way to Serve Policy- 
Holders and also Serve the Agents who Actually Produce Business was 
named after Christopher Columbus and its Home Office is Located at 
COLUMBUS, OHIO, where Inquiries may be Directed by Men of 
Character who can Sell Insurance in Ohio and Nearby States. In June, 
the company Added More than Twice as Many Agents as in any 
Previous Month. The President of the company, C. W. Brandon, was 
a Producer and Successfully Worked in the Field for 25 Years. 











ANTED-—a life insurance man thor- 
oughly versed in home office work. 

Must be capable of installing an: office 
system, engaging and maneg'ng employes. 


CHICAGO NATIONAL LIFE INSURANCE COMPANY 
CENTURY BUILDING 83 CHICAGO, ILLINOIS 





| tion will be of great assistance to the 

women, as they will not be called upon 
to make serious sacrifices in keep-up of 
the home. It will mean better living 
conditions for them. Dr. Carpenter 
said that in his opinion the Columbus 
Mutual agents should write one female 
risk for every five male risks. He said 
that the medical directors of the Ohio 
life companies have an organization 
that meets every few weeks. 

C. F. Weiffenbach of Columbus said 

that he aims to see six prospects a day. 
He works just as hard on Mondays 
and Saturdays as any other day. 
George J. Abdella, who was president 
of the club last year, is one of the big 
writers of the company. He is a 
Syrian. Mr. Abdella had to learn the 
| English language after he came here 
and is thoroughly imbued with the 
value of life insurance and life insur- 
ance work. He has made a record as 
to rejections. In writing 400 risks, he 
did not have a single rejection. 


Work of the Life Agents 


At the end of 1919 the companies 
reporting to the New York insurance 
department kad insurance outstanding 
in the stupendous sum of $29,712,083,607. 
This was put upon the books by life 
insurance agents. Even though an 
agent may leave but a small estate for 
his family, he bequeaths a great sum in 
the aggregate to his community, which 
is used to mitigate domestic suffering, 
assure the maintenance of homes, for 
the education of children, and for the 
continuance of businesses. His bene- 
factions cause no heartburnings, and 
the good that he does lives after him. 
—Points. 


Takes the Canada Life 


The Bishop Insurance Agency of 
Honolulu, which has been general 
agent for the Equitable Life of New 
York for many years, has been ap- 
pointed general agent for the Canada 
Life, following the former company’s 
decision not to write new business out- 
side continental United States. The 
sishop agency will continue to repre- 
sent the Equitable for collection of 
renewal premiums and service to old 
policyholders. 





Actuary Held for Contempt 


PHILADELPHIA, PA., Aug. 31.—Joseph 
A. Conroy, actuary and manager of the 
Pelican Mutual Life of Philadelphia, was 
held under $2,000 bail by Magistrate 
Rooney of Philadelphia for trial in 
Clearfield county, Pennsylvania, on a 
warrant sworn out by the district attor- 
|} ney of that county charging Conroy with 
contempt of court. The charge is based 
on” letter sent out in the mails which 
eriticized the administration of justice 
in Clearfield county in actions brought 
| against agents of the Pelican Life, who 
|} were arrested for misrepresenting poli- 


cies in selling disability insurance to 
| non-English speaking foreigners. The 
letters bore the name of the company 


| but were not signed. 





DELAYS ARE ALWAYS 
DANGEROUS 


Percy Gunn, aged 35 years, a 
draughtsman at the plant of the 
New York Shipbuilding Com- 
pany, was one of the eleven vic- 
tims of the destruction of life 
caused by an electric train run- 
ning down an automobile passen- 
ger coach at a grade crossing of 
the West Jersey & Seashore Rail- 
road in Camden, N. J., Aug. 22. 
A week previous to the catas- 
trophe he had discussed with a 
life insurance agent the advisa- 
bility of investing in a $5,000 pol- 
icv, providing for double indem- 
nity in the event of accidental 
death, and expressed a favorable 
ninfon and intention to make the 
purchase, but failed to take the 

ntemplated action. The unfor- 
tun-te tardiness deprives his 
widow and two young children of 
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ANNUAL MEETING NOV. 10-11 





Resolutions Adopted Referring to One 
Case Men and Pluggers in 
Life Insurance 


The annual meeting of the Associa 
tion of Life Agency Officers will be 
held in Chicago at the Hotel La Salle 
Nov. 10-11. The program will be based 
on the subject “The Relation of Agents 
and Agency Methods to the Conserva- 
tion of Business.” Agency representa- 
tives of 102 companies now belong to 
the association. Winslow Russell has 
sent out copy of resolutions unani- 
mously adopted by the executive com- 
mittee relating to so-called pluggers 
and one-case men. The resolutions 
adopted are as follows: 

Whereas, The vast expansion of gen 
eral business throughout the country 
has placed upon the management of life 
insurance companies an ever-increasing 


responsibility in making certain that 
the protection which life insurance af- 
fords shall serve to the fullest extent 


the peculiar demands of present and fu- 
ture business and family needs, and 

Whereas, To render such service re- 
quires a higher degree of knowledge and 
skill on the part of the agent who thus 
serves the public, and 

Whereas, In the rendering such a high 
degree of life insurance service to the 
public the life insurance salesman should 
give an increasing amount of time and 
thought to so important a mission, and 

Whereas, One of the purposes of the 
Association of Life Agency Officers is the 
improvement in the quality of men who 
enter the business, through the elimina- 
tion of those who bring discredit to it, 
and through a study of methods of se- 
lection and training of life insurance 
salesmen. 

Improve Quality of Training 


Resolved, That the executive commit- 
tee of this association at its meeting 
held in Chicago, May 6, 1920, calls to the 
attention of the officials of all life in 
surance companies in this country and 
Canada, the advisability of giving early 
consideration to the requirements of 
their managers and salesmen which will 
eliminate at the earliest possible date 
all so-called pluggers and one-case men 

That companies be urged to improv 
the quality of training of all men now 
representing them, especially as relating 
to those who do not give their enti 
time to life insurance, and that all new 
men whether full or part-time men, b« 
most carefully selected, with emphasis 
on the need for careful training befor+ 
they are permitted to present so impor- 
tant a subject to the public. 





Put Brakes on Brokerage 


Some of the companies now are writ 
ing as much business as they desire, 
and in fact are putting on the brakes 
to some extent are shutting down on 
brokerage cases. This is particularly 
true where big cases are offered. Som 
of the men handling large lines of in- 
surance say that it is more difficult to 
place this insurance than ever before 
and they are compelled to use tl 
smaller and younger companies. I: 
days gone by, these big lines would hb 


| snapped up quickly by the larger coy 


| getting 


smaller companies a 
therefore, at the 


The 


panies. 
a chance 


| brokerage business. 


New Wisconsin Directory 


The new Wisconsin insurance dire 


| tory published by The Nationat Uno! 


| WRITER 


is off the This is “th 


press. 


| seventh edition of the hand book. It 1s 


a complete compendium of insuranc: 


| information by citics and towns, includ 
| ing a directory of agents and the com 


panies they represent. In other words 
| it gives the complete insurance statis 
| tics and information of the states 
There is a digest of the insurance laws 
The book is a valuable reference wor* 
and is a very handy book to have 01 
one’s desk. 
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The Two Documents 


Two Legal Papers met on their 
way to the funeral of a careful 
business man. 


By way of introduction one said: 
“IT am a mortgage, and I shall have 
the most of his property.” 


“By no means,” said the other, “I 
am an Insurance Policy, and was 
born to outwit just such fellows as 
you. I am for the family every 
time.” 


The Northern Assurance is for the family 
every time. 


Life Insurance, however valuable to business, 
has for its main purpose the protection of 
the family. The thing that makes life worth 
living for insurance agents is the knowledge 
that their work, as well as being remunerative, 
accomplishes a real good in maintaining the 
standard of living of the family after the 
death of the income producer. 


The Northern Assurance is for the family 
every time. It has many policies designed 
to meet each family insurance need. 


Northern Assurance Company 


CLARENCE L. AYERS, President 


DETROIT, MICHIGAN 
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The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey 
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1867 1920 


The 


Equitable Life Insurance Company 
OF IOWA 





JULY 1, 1920 
$237,665,071.48 of Insurance in force 


An Increase of over Thirty-one Millions in six Months 





FOR INFORMATION, ADDRESS 
Home Office - - Des Moines, Ia. 
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“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘‘Easy Lessons in Life Insurance,”’ a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 
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SECURITY LIFE HAD 
SPLENDID MEETING 





Live Wires From Arkansas Car- 





ried Off Many of the Club 
Honors 
GIVE RENEWAL PRIZES 


Vice-President S. W. Goss Announces 
Plan for Establishing a Circulat- 
ing Life Insurance Library 


Discussions of business insurance 
had a prominent place in the ninth 
annual convention of the Security Life’s 
$100,000 Club, held in Chicago last 

Wide interest was attracted in 
subject particularly among the 
to whom it is still new 
The opportunity for 
business insurance in these towns was 
demonstrated by the recital of numer- 
ous instances where it could have been 
sold if the agent had known how to 
sell it. After a very instructive dis- 
cussion of the subject Vice-Presi- 
dent S. W. Goss of the company 
announced that a circulating library 
had been established, containing the 
best possible books on life insurance, 
including a number of up-to-date works 
on business insurance. These books 
can be had at the agent’s request and 
may be kept for a period of two weeks. 
As new developments arise the collec- 
tion will be added to, so that the agents 
may keep posted. 

Live Wires From Arkansas 


week. 
this 

small towns, 
and unexplored. 


Much of the credit for the success of 
the convention should be given to the 
delegation from Arkansas. This was 
not only the largest delegation, but 
also the most enthusiastic and ener- 
getic. There were 16 of them and each 
one a “live wire” and big producer. 
In the election of officers they carried 
off all the honors, electing both the 
president, F. G. May, Pine Bluff, Ark., 
and the vice-president, W. H. Hamm, 
Dermott, Ark., from among their num- 
ber. The election was decided upon 
production merits and together these 
two men produced nearly $1,000,000 of 
business. Both of the officers as well 
as the rest of the delegation attribute 
much of their success to L. C. Saunders, 
supervisor of agents in Arkansas and 
the “daddy” of the Arkansas delega- 
tion. In the course of the meeting he 
was presented with a handsome gold 
watch bv his delegation as a token of 
appreciation and esteem. 

The delegation from Kentucky didn’t 
boast of so many big producers but had 
a quartet that could sing and its rendi- 
tion of southern songs was applauded 
long. and loud. Miss Agnes Hamm, a 
talented entertainer from southern Ar- 
kansas, shared honors with them. A 
discussion on how to get country busi- 
ness brought out some good sales 
points for agents interested in selling 
to farmers. 

oO. W. 


President O. W. Johnson addressed 
the club at Thursday’s session, speak- 
ing along the lines of organization 
work and getting renewals. The com- 
pany has been offering 2% percent ad- 
ditional commission on renewals to 
agents producing $50,000 of business 
or more each year and who have es- 
tablished a renewal record of 75 per- 
cent or better. This year, President 
Johnson announced, the company will 
offer four prizes to the men making the 
four best records on renewals on busi- 
ness written during the last club year. 
These, of course, are in addition to the 
usual 2% percent increased commis- 
sions and must be won by men pro- 


Johnson Speaks 


| covery 





ducing $50,000 or over. The prices are 


$100, $75, $50 and $25. 
Two Interesting Talks 


Other interesting addresses were 
made by G. C. Gale, Galesburg, IIL, 
chairman of the board of directors of 
the company, and S. S. Werth, medical 
director. Mr. Gale outlined the growth 
of the club and the progress of life 
insurance in general. He expressed 
the belief that the torch of service 
which life insurance men are now hold 
ing up to the world will be the means 
of instilling old ideals in the now res 
tive industrial America. Dr. Werth 
spoke on loyalty to the company. He 
cited numerous cases of dishonesty and 
disloyalty on the part of agents who 
accept applications and delivered polli- 
cies when the applicants were not in 
good health. He declared that when 
an applicant has passed a good physical 
examination, but is found to be ill by 
the agent upon making delivery of the 
policy, the agent should withhold the 
policy until the company has had time 
to investigate. He said that withhold- 
ing a policy is perfectly legitimate as 
the policy states that it is not effective 
unless delivered “in the lifetime and 
good health of the applicant.” 


Progress of the Security 


The progress of the Security Life in 
the club year just ended was summed 
up by Vice-President Goss. In August 
last year the company had $25,600,000 
in force. This year the insurance in 
force is $35,125,000 or an increase of 
almost $10,000,000. The group of $200, 
000 men increased just 100 percent, 
numbering 6 last year and 12 this year. 
The number of $100,000 producers in- 
creased over 100 percent this year. 

At the close of the meeting the re 
port of the committee which had been 
appointed to confer with officials of the 
company relative to changes in club 
rules, was received. It was announced 
that in the future there shall be three 
vice- presidents of the club instead of 
one as it is now, elected according to 
the amount of business produced. No 
one except those qualifying for mem- 
bership shall be invited to attend the 
club conventions. No member shall 
be eligible to succeed himself as presi 
dent of the club. In addition to being 


elected president the man producing 
the largest volume of business shall 
receive each year a presidential cup. 


The Security Life, whose executive 
offices are in Chicago, cooperated in 
every way with the officials of the club 
in making the convention the best that 
has ever been held. The 45 delegates, 
together wth a large group of ladies, 
were given every opportunity of ac- 
quainting themselves with Chicago’s 
hospitality. The convention opened 
W ednesday morning and closed Thurs- 
day evening with a dinner and theater 
party. 


Permanent Disability Claims 


An analysis of the last 144 cases of 
total and permanent disability experi- 
enced by the Mutual Life shows that 
tuberculosis was the cause of 55, in 
sanity of 43 and paralysis of 12. Of 
the tuberculosis cases eight have re- 
covered, of the insanity five, of the 
paralysis two. The cause of disability 
in the remaining 38 cases was dis- 
tributed among 15 ailments, and re- 
came in three. In brief, there 
were 18 different causes for disability, 
and every man is liable to attack by 
any one of them. The average layman 
would find it difficult to name 18 dif- 
ferent diseases, yet all of them are in 
the record, and their variety justifies 
the ancient admonition, “Let him who 
thinketh he standeth take heed lest he 
fall”—physically or mentally. 

Sometimes it is asserted that a policy- 
holder must be at death’s door before 
he would obtain disability payments 
from any life company that incorporates 
a disability clause. That there were 
18 recoveries in these -144 disability 
cases completely refutes the charge, s0 
far as Mutual Life practice is con- 
cerned.—Points. 
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Often you have seen men point to a 
successful business man and say, “He got in on 
the ground floor.” 


The main difference between the man 
who has made this success and the others, is that 
he had the vision to realize the future of the 
ground floor job. 


Life insurance men of success are quite 
often such men. 


Ground floor positions exist today 
with the Central Life for the men who can see, 
with us, the future of this company. 


Without a scandal behind it or a cloud 


ahead of it the Central Life of Illinois is acompany 
that men with vision are seeking and finding. 


The company has recently been admitted to the states of Michigan, Kansas and Texas and is 
desirous of securing on a general agency basis the services of one or two men who are well 
acquainted with the insurance business of these states, who have demonstrated organization 
ability coupled with character and standing and who are capable of handling large territory. 
There is a good position for the right man who wants to establish himself in a life job with 
a company that has over $30,000,000 of business in force and assets of $3,000,000 and 
one that has neither “a scandal behind it nor a cloud ahead of it.’’ We are not bidding for 
men satisfactorily established with other standard companies. Look us up in the “‘books’’ 
and if you can fill the specifications, write us. 

Doing business in Illinois, Missouri, lowa, Nebraska, South Dakota, Minnesota, Michigan, 
Kansas and Texas. 


Central Life Insurance Company of Illinois 


H. W. JOHNSON, President S. B. BRADFORD, Secretary 2 
Ottawa W. F. WEESE, Vice-President Illinois 
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the Southwestern Life of Dallas, Tex., 
Life as assistant to Lawrence M. 
Cathles, who recently joined the South- 
land, after having been connected with 
the Southwestern Life for several years. 
Mr. Oden was assistant to Mr. Cathles 
when he was with the Southwestern. 


Ed Shoemaker, superintendent o 


U. S. A,, 
L. Baken 


at Davenport, 
of Cedar Rapids, Ia., 











Nat Goodwin’s Estate 


NEWSPAPERS Carried the story last week 


that the estate of Nat C. Goodwin, the Men in different lines of professional | ‘The president of the concern taking out 
well-known actor, was declared insolvent | life do not have the opportunities to | the insurance was written for $25,000 a 
when NATHANIEL Goopwin, his father | amass fortunes. About the only method | year ago by Mr. Baken. 

and adminis led C ing. r f arry a . gms 

and administrator, filed an accounting they can follow to carry out a program Mrs. Franc Bennett of Chippewa 
The assets scheduled were only $6,895, | is investing in life insurance. Men in| Falls, Wis., special agent of the Old 
while the liabilities exceed $15,000. Here | public life are notoriously careless with | Line Life of Milwaukee under General 


is another big argument for life insur- 
Mr. Goodwin during his day was 
one of the most famous of the histrionic 
He drew large audiences, and 
His compen- 


ance, 


fraternity. 
was popular on the boards. 
sation must have been large. He spent 
all that he got. He did not provide any 
form of savings and hence at his death 
he had not sufficient money even to meet 


Keeping Pace 


THE progress of a business is meas- 
ured by the progress of its constituents. 
A recent report issued by the New York 
department shows that the agents through- 
out the country, representing companies 
reporting to that department, wrote $2,- 
705,820,000 of business during the first six 
months of the current year. This is an 
increase of $664,387,000 or 32 percent over 
that written for the same period last year. 
This indication of progress in the life in- 
surance business likewise implies that 
agents throughout the country have prog- 
ressed both in the amount of business 
written and in the matter of increased in- 
come. 

There are not as many men in the busi- 
ness today as there were this time last 
year, principally because of the possibili- 
ties in other lines. Granting, however, 
that the number is the same, the figures 
on the first six months’ business would 
indicate a 32 percent increase in the in- 
come of each agent over that of the same 


Stringing Out 


Many agents are burdening their cus- 
tomers by selling them large amounts of 
life insurance and having the premiums 
on their policies fall due within the same 
month. Many of these combined premi- 
ums run into hundreds of dollars and, 
when falling due within the same month, 
it is sometimes difficult for the assured 
to meet them. 

Agents should remember that life in- 
surance has become widely disseminated. 
It is being bought by men who are 
strangely indifferent to all other forms 
of economy. With many of them their 
life insurance is the only savings that they 
have ever made. They may have a very 
handsome income, but they spend it just 
as freely as it is made. As long as they 


their funds. Life insurance demands at 
least enough sacrifice each year to meet 
the premium. The story of the Goopwin 
estate can be used to good advantage by 
life insurance men in illustrating the need 
for men arranging at least enough to 
meet their obligations and square them- 
selves with the world when they pass out 
of it. 


With Progress 


period last year. The question for agents 
to ask themselves now is, “Has my in- 





come increased 32 percent?” If it has 
not, there is something wrong. That 
agent has not been producing in his 


proper capacity. He has not been keeping 
step with the progress of the business in 
general. It is an indication that some 
one of his fellow agents has increased his 
income beyond the average of 32 percent, 
thereby helping to make up the deficiency 
in the average which his lowered income 
would cause in the figures as reported. 

Agents whose income increased 32 per- 
cent or more in the first half of this year 
over the same period of 1919 can feel 
satisfied that they have done their part 
and that they can congratulate themselves 
in part for the progress the business has 
made. It is such men of whom we speak 
when we say, “The progress of a business 
is measured by the progress of its consti- 
tuents.” 





the Payments 


they must look forward to each week and 
each month, they are not encumbered. 
When they are forced to meet an obliga- 
tion such as the combined premiums on 
several life insurance policies within the 
short space of a month they are apt to 
find it burdensome. 

If a man carries several policies, the 
agent should see to it they are dated so 
that premiums fall due at intervals suf- 
ficiently far apart to enable him to meet 
them without any trouble. If he insists 
upon paying them in a lump sum, so that 
he will not be bothered with them sev- 
eral times a year, he should be reminded 
that it is not a bother for him to pay his 
gas bill or his grocery bill monthly. It 
should not be a bother for him to pay 





can meet current expenses, those which 


his life insurance premiums monthly. It 


the obligations that were outstanding. 





Friday, Aug. 13, 


that city. Friday the 


irom Milwaukee. She is considered one 
of the most successful women agents in 
that part of the country and since en- 
tering the field for the Old Line Life 
has established a remarkable record for 
personal production. 
Gabriel R. Summers, first vice-pres- 
ident of the Conservative Life, South 
Bend, Ind., died on Aug. 20, aged 63 
years. Mr. Summers had been in poor 
health for the past year. While his 
death was not unexpected it came as a 
distinct shock to his friends and busi- 
ness associates. Mr. Summers spent 
his life in South Bend and on his farm 
near the city. He was widely known 
as a successful business man. He was 
a member of the Indiana state senate 
during the sessions of 1915 and 1917. 


The Guardian Life of New York 
shows that its leading manager in the 
way of personal production for the first 
seven months is Henry Abeles of New 
York City. Second is C. F. Kuhns of 
Baltimore and the third George God- 
frey Moore of Topeka. The leading 
agent in point of personal production 
is Arthur Baker of Tulsa, Okla., the sec- 
ond is D. L. Harris, Denver, and the 
third Levy Bros., of Evansville, Ind. 
{r. Moore was the leading manager in 
the point of production in July and E. 
R. Kingsley, Parkersburg, W. Va., was 
second. A. P. Meadows of Greensburg, 
N. C., was the leading agent in July, 
and C. T. Buckman, Jr., of San Fran- 
cisco was second. 

Several promotions have been an- 
nounced by the Southwestern Life of 
Dallas, Tex. Vernon K. Mather, as- 
sistant secretary, is made secretary of 
the company. He started his life in- 
surance work with the Equitable of 
New York in Los Angeles in 1889, and 
was cashier -of that company’s Dallas 
office when T. W. Vardell, now presi- 
dent of the Southwestern, was man- 
ager of the Equitable office at Dallas. 
Mr. Mather went to the Southwestern 
shortly after Mr. Vardell became con- 








has resigned to go with the Southland 


agencies of the Alexander J. Faerber 
general agency of the National Life, 
Ia., visited T. 
the 
local agent of the National in that city, 
and closed a case of 
$100,000 corporation insurance taken by 
one of the big retail chain stores of 
13th proved 
therefore a lucky day in this agency. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








J. Howard Oden, assistant actuary of | Oklahoma, is made assistant secretary. 


H. E. Webb, publicity manager, who 
has had charge of the Southwestern 
group business since the company en- 
tered that field in July, 1918, and has 
built it up to where it has something 
over $7,000,000 of business on its books, 
has been given the title of manager of 
the group department. Mr. Webb was 
_| formerly associated with his father, E. 
{ | G. Webb, in the compilation of “Webb's 
Comparisons,” which has been ab- 
sorbed by the Unique Manual Digest, 
and occupied important positions with 
the State Mutual Life, Massachusetts 
Mutual and Penn Mutual, before going 
with the Southwestern. T. M. Lucas, 
who has been very successful in han- 
dling the investment work of the com 
pany, has been appointed to the newly 
created position of loan officer. 


Thomas H. Carney is the leading man 
in the Philadelphia Life forces for July. 
He is general agent for northern New 
Jersey. He also led in January, Feb- 
ruary and April. Aleck Finkelstein, 
general agent for southern Minnesota, 


Agent G. Earle Ingram of Eau Claire, | won the second place in July. He has 
Wis., recently wrote a 20-year endow-/ been up towards the head for some 
ment policy for $50,000, with an annual | time. Mr. Finkelstein is a Russian by 
premium of $2,050.50, on a young man | birth. He lived in the Jewish section 


and was deprived of all schooling. He 
served as a cigarmaker, and since en- 
tering on life insurance has made a big 
success. 


Walter E. May, son of President Em- 
met C. May of the Peoria Life was the 
agency leader of the company in July. 
He qualified for the $100,000 club and 
went on the trip with the men to Gla- 
cier National Park. Young May is a 
student at the University of Michigan, 
and writes life insurance during the 
vacation season. He is now entering 
the law school at Ann Arbor. Mr. May 
not only decided to qualify for the 
$100,000 club during vacation but went 
beyond the $200,000 club mark. 


Orville Thorp of Dallas, Tex., state 
manager of the Kansas City Life, is 
spending his vacation at Dorsett, Minn. 
He will not return to Dallas until 
about Oct. 1. Mr. Thorp will go to 
the National Life Underwriters Asso- 
ciation Convention at Boston before 
going back to work. About six of his 
agents will attend the Boston meeting 


Vice-President D. M. Baker of the 
Pacific Mutual Life, who had an opera- 
tion performed some weeks ago and 
has been in the hospital ever since, is 
now at his home, but will not be able 
to get back to business for some days. 
Mr. Baker was compelled to forego 
his usual trip to the central west dur- 
ing the summer. 


The agents of the National Life 
U. S. A. are making September, Lay 
month in honor of the head of the 
agency department, Vice-President and 
Secretary Robert D. Lay. Mr. Lay has 
developed a hard hitting machine of 
producers, who are doing great work. 
They are going strong an@& intend t 
break all records in September. 


J. Cranford Harding, general agent 
of the Pan-American Life in Kentucky, 
was married the other day to Miss 
ee of Abilene, Tex., daughter of 


nected with that company, and has Dr. J. B. Burkett, pastor of the Col- 
been advanced steadily. R. R. Lee, | jege” Heights Baptist Cause Mics 
traveling auditor, who was formerly] Burkett has been taking a post- 
with the New York Life in Texas and graduate course in vocal music in 
Se ee ae ae ee ee eee 


will be far less of a bother to him, pm 
cause it will relieve him of the burden 
which his premiums paid in a lump sum 
would incur. 

Heavy premiums should not be made 
to fall due around vacation or Christmas 
times. At these periods a man, besides 
having his usual current expenses to meet, 
incurs additional ‘obligations because of 


W. D. Callaghan, manager for north- 
ern Ohio for the Pacific Mutual Life, 
with offices in Cleveland, reports a gain 
of over 150 percent in business written 
since March 1, 1920, as compared with 
the same period in past year since the 
agency was organized. He expects to 
finish the month of August with 





the expenditures which he must make. 





$550,000 paid-for business, which is the 
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A Successful Western Company 


Offering Splendid Opportunities for Ambitious 
and Trustworthy Field Men 


Bankers Life Insurance Company 
of Nebraska 


Home Office - 


Lincoln, Nebraska 


Assets $17,100,000.00 


BaTrLe CREEK, NEBRASKA, April 24, 1920. 


Bankers Life Insurance Co., 
Lincoln, Nebraska. 

GENTLEMEN: I have just received your draft for $241.50 in settlement of policy 
No. 18951, and am more than pleased with your company on the settlement. 

I paid an annual premium of $38.20, for fifteen years or a total of $573.00. 
In addition to my fifteen years’ insurance, I have a paid-up policy for one thousand 
dollars, which will pay me a dividend as long as I live with the thousand dollars 
still to be paid the beneficiary at my death. 

I thank you for the prompt settlement and wish you continued success. 

Yours very truly, 
NELLIE-A. PHILLIPS. 


McCoot JuNcTIOoN, NEBRASKA, May 19, 1920. 


The Bankers Life Insurance Co., 
Lincoln, Nebraska. 

GENTLEMEN: I wish to thank you fer your prompt settlement of policy No. 
7079 which matured today and your agent, R. F. Lord, handed me your draft for 
$946.86, which gives me a profit of $227.86, and twenty years insurance for nothing. 

I greatly appreciate your promptness in making the above settlement and feel 
that I have had a good settlement, and I can cheerfully recommend the Bankers 
Life Insurance Company to anyone wishing insurance. 

Yours very truly, 
JENNIE H. BELLOWS. 





Thousands of similar letters like the above are sufficient proof that our business has been 


FIFTEEN PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 
of Lincoin, Nebraska 


Name of insured.......... Mrs. Nellie A. Phillips 

PE cc beens nav ucees Battle Creek, Nebraska 

Amount of Policy.......... Seeewkaen ene $1,000.00 

Total premiums paid Company............ $573.00 
SETTLEMENT 

Total cash paid Mrs. Phillips............. $241.50 


And a Paid-Up Participating Policy for. ..$1,000.00 


TWENTY PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


Name of insured......... Mrs. Jennie H. Bellows 


Residence............ McCool Junction, Nebraska 

AaMBUNs CF MOREY. oo cccccsevcvvcsecsceses $1,000.00 

Total premiums paid Company........... . $719.00 
SETTLEMENT 

Total cash paid Mrs. Bellows.............. $946.86 


And 20 Years Insurance for Nothing 


sold right—hence it stays right. 


Lapse rate per 1000 in 1919—3.19% 
Death rate per 1000 in 1919—4.92% 


Allotment of territory and liberal remuneration to agents. 


If interested write us. 
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We have passed the 


HALF-BILLION MARK 


With over $530,000,000 of 
insurance now in force 


BANKERS LIFE COMPANY 


DES MOINES 


GEO. KUHNS, President 








ASSETS 
Real Estate Owned............. $ 884,324.41 
frertsage Loans, First Liens.. 3,091,830.79 
ade to Policyholders 

on Company’s Policies........ 651,057.17 
DE <ciecsieignbianuemeyooadnel 1,589,468.02 
GNNOTEE TGOMBecccccccccccccece 
Certificates of Deposit.......... 
CE BD BB cccccccescccesoecs 70 
Interest Due and Accrued..... 


“se + gy and Uncollected 
Sevccccecccconccoosce 68,995.02 
all = yes peesosecesoueens 2,827. 
$7,315,786.37 


Cc. S. HUTCHINGS 
Actuary and Agency Manager 
Ordinary Department 


AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR. 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 


: ; President 


LIABILITIES 
Net Reserve American Experi- 
ence 3 and 3% per cent....... "$5,743,808.08 
Special and Contingent Reserve 226,521.59 
ay — 1 ee in Process of Ad- 


Capital Stock.......... 
Assigned Funds....... 185,842.40 
Surplus ...ccccccccccces 757,464.42 
Surplus Security to 
Policyholders  .....sseseeeeees+ 1,193,306.82 


$7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particulars Write to: 


Ww. J. SHAW 
Secretary and Manager 
Industrial Department 








WANTE 


A District Manager for Youngs- 


town, Ohio, and vicinity 





young 


BY 
THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the ground floor with a progressive 
io company 








We are 





pe-eswtin Is Willing—and WILL 


[eee & 


pag ory ¢ expatee 
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_day afternoon, 
, Washington, » <. will speak before 
the women’s section on 





biggest month ever enjoyed by this 
agency. Mr. Callaghan succeeded the 
late Herman Fellinger, general agent, 
the early part of 1920 and has since 
built up a strong business producing 
organization composed largely of col- 
lege graduates. Mr. Callaghan is a 
young man of exceptional ability, hav- 
ing studied law and acted as associate 
editor for the Bellevue Gazette prior to 
his connection with the Pacific Mutual. 
He is confident in his ability to double 
his agency force and business produc- 
tion during the ensuing year and is 
laying plans and making preparations 
at his office for it. 


L. M. Sprinkle of Oklahoma, of the 
general agency firm of Shackelford & 
Sprinkle, becomes president of the 
Merchantmen’s Club of the Merchants 
Life of Iowa, by virtue of production 
of business. J. E. Davis, another Ok- 
lahoma man, becomes first vice-presi- 
dent. He is a consistent producer of 
business. Mr. Sprinkle becomes the 


foremost member of the $700,000 Club 


and Mr. Davis advances from the $250,- 
000 to the $700,000 Club, winning the 
first vice-presidency. W. P. Damon, 
state agent in Texas, becomes second 
vice-president of the Merchantmen’s 
Club and the third member of the $700,- 
000. A. G. Blotcky of Nebraska and 
H. W. Hakes of Oklahoma make up 
the $500,000 Club. The production for 
July is reported by the company to be 
$2,594,795. The three leading states in 
the club year, in point of production, 
are Oklahoma, Michigan and Texas. 


BOSTON PROGRAM COMPLETED 





Some Changes in Speakers for National 
Convention of Life Under- 
writers Announced 





The official program for the conven- 
tion of the National Association of Life 


| Underwriters to be held in Boston, 


Sept. 21-23, was made public this week. 
The subjects for discussion and the 
order in which they will be taken up 
show no changes from the tentative 
list printed last week, but there have 
been some changes in the personnel of 
the speakers. At the first day’s ses- 
sion, Alan D. Wallis of Philadelphia 
will discuss the topic, “Underwriting 
America’s Business,” instead of Law- 
rence C. Woods of Pittsburgh, as previ- 
ously announced. A. J. Wilson of 
Halifax, N. S., has added to the list 
for discussion of the topic, “Fitting 
Policies to the Individual Needs of the 
Prospect.” 

In the sectional meetings Wednes- 
Grace L. Sickles of 


“When a Wife 
Should Be Insured,” instead of Mrs. 
Jennie Watkins of New York. In the 
industrial section, Willard I. Hamilton 
of Newark, N. J., will have the topic, 
“Industrial Insurance as a Factor in 
Promoting Health, Thrift and Good 
Citizenship.” In the general agents’ 
section, William M. Duff of Pittsburgh 
will speak on “Agents’ Contests,” in- 
stead of John S. Fabling of Denver, and 
W. Lyle Reid of Ottawa, Can., takes 
the place of Ralph M. Hamburger of 
Minneapolis in the discussion of “Meth- 
ods I Use in Selecting and Financing 
Agents.” 


New Chicago Directory 


Life insurance men will be interested 
in the new “Chicago Insurance Direc- 
tory,” gotten out by The NATIONAL 
UNDERWRITER, giving the names of all 
life insurance agents and also the names 
and the addresses of all brokers in the 
city. This is a complete compendium of 
information as to all branches of in- 
surance in Chicago. The price of this 
book is $1. In addition to Chicago, it 
covers all the suburban towns in Cook 
county. 


George J. Abdella of Baltimore, O., 
who is general agent of the Columbus 
Mutual Life, is moving his headquarters 
to Lancaster, O. 





CONTEST PUT ON NEW BASIS 





Chicago Office of Mutual Life Divides 
Agents Into Classes According 
to Production 





Darby A. Day, manager of the Mutual 
Life in Chicago, announces a new and 
interesting prize contest to be con- 
ducted by his agency during the next 
four months of the year. The con- 
test, which will be held under the aus- 
pices of the Field Club, gives promise 
of being the best which has ever been 
held 

In order that there might be a 
chance for the small producers as well 
as the large to carry off some of the 


-honors, the agency will be divided into 


classes according to the records made 
by the individual agents so far this 
year. Each man’s production average 
for the eight months of the year will 
be figured and it will also be concluded 
that that is his average for the next 
four months. His percentage of gain 
over that average will determine his 
place in the monety. 

The men will be grouped according 
to their averaged production so far 
this year as follows: Group 1, men 
producing $1,000,000 a year or more; 
group 2, men producing between $500,- 
000 and $1,000,000; group 3, men pro- 
ducing between $300,000 and $500,000; 
group 4, men producing between $200,- 
000 and $300,000; group 5, men produc- 
ing between $125,000 and $200,000; 
group 6, men producing between $75,000 
and $125,000, and group 7, men produc- 
ing under $75,000. 

Prizes will be distributed each month 
for the next four months, the men mak- 
ing the largest percentages of gain 
over their average production in each 
group receiving a prize. There will 
also be a prize offered at the end of 
the year to the group which has made 
the largest percentage of gain over its 
average production. It is figured that 
one of the groups having a lower aver- 
age production should take this prize 
as they naturally comprise a larger 
number of agents and by working to- 
gether can make a higher percentage 
gain than big producers’ groups of 
fewer men. 


Central Life Convention 


The Central Life of Ottawa, IIL, 
held the annual convention of its 
$100,000 Club at Lake Okoboji, Iowa, 
Aug. 25. It was acknowledged to be 
the most enjoyable and _ instructive 
convention ever held by the club. 

About eighty were present, among 
whom were President H. W. Johnson, 
Vice-President and Agency Director 
W. F. Weese, Vice-President Chas. 
Nadler, General Counsel W. H. Hine- 
baugh, and Medical Director Dr. T. W. 
Burrows. 

A very interesting program was 
given, which was as follows: 


August 26 


Address of Welcome—Club President 
Cc. J. Fust. 

Welcome on behalf of company—W. H. 
Hinebaugh. 

Report of Secretary of Club—W. F 
Weese., 

Carnegie School of Life Insurance 
Salesmanship—P. O. Osterhus. 

Sources of New Agents—O. D. Weaver. 

Question Box and discussions. 

Banquet at “The Inn,” 7 p. m. 

Presentation of Trophy Cap and Prices 

Musical Program. 

August 27 

Business Session and election of Board 
of Directors. 

Cc. E, D.—N. H. Walt. 

Legal Aspect of Policy Delivery—Lloyd 
Sigmond. 

The Answer to “I Don’t Know the 
Company”—Geo. H. Steging. 

The present and future of life insur- 
ance as a calling or vocation—G. W. Van 
Fleet. 

Sectional meetings were held by vari- 
ous general agents at convenient times 
after the regular convention adjourned. 


New England agents of the Metropoli- 
tan Life are meeting in Boston. Presi- 
dent Fiske is in attendance. 
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BUSINESS CONDITIONS 
BRIEFLY REVIEWED 





President H. S. Robinson of Con- 
necticut Mutual Takes Look 
Over the Field 





SEES BIG OPPORTUNITY 





No Argument Can Be Made Against 
Promoting Spirit of Industry 
and Thrift 





President Henry S. Robinson of the 
Connecticut Mutual discusses business 
conditions in the current issue of that 
company’s house organ. Mr. Robinson 
is a keen observer and analyst. He 
says: 

“In midsummer, and particularly if 
the atmosphere happens to be a bit 
muggy, it is often easy and natural 
for a human being to feel a certain lack 
of pep and optimism, and to be some- 
what oppressed with the idea that busi- 
ness conditions are decidedly awry. 
The man who closes his eyes to adverse 
factors is surely far from wise; but, 
likewise, he who fails to observe and 
utilize favorable conditions may prop- 
crly be placed in the same category. 


Life Insurance Appreciated 


“For the last year or more it has 
been, for the life insurance field man, 
much less difficult than previously to 
find good prospects and to convince 
them of the need of family, old age, 
disability or business protection. The 
value of life insurance and the value 
to his community of the educated field 
man in this great business are appre- 
ciated very much more widely than they 
were but a short time ago. Various 
causes, which it is unnecessary to men- 
tion in this brief article, have con- 
tributed to that end. The greater 
knowledge, which has developed with 
marked rapidity in the last year or two 
on the part of the public, of the life 
insurance proposition—of its absolute 
safety—of (in the last analysis) its sim- 
plicity—and of its countless benefits— 
is bound to continue to be reflected in 
increasing numbers of applications from 
the uninsured and the under-insured cit- 
izens of our great country. 


Greater Need for Protection 


“Occasionally, for one reason or an- 
other, there may be some lull in an 
ugent’s production or in the production 
of the field as a whole. There may be 
times when a prospect is not as easily 
persuaded to apply for insurance pro- 
tection as he might have been a few 
months earlier. His net income may 
have become somewhat reduced. He 
may be spending more for certain nec- 
essary objects than he had previously 
spent for similar objects. Yet the 
greater his and his family’s prospective 
expenditure for food, clothing and com- 
forts, the greater is their need for pro- 
tection, such as life insurance alone can 
give, against the inevitable results of 
loss of his earning power. 


Entire Picture Not Presented 


“To say that the country is in a post- 
war transition stage, that we are living 
at a time of inflation, and that a spirit 
of extravagance and pleasure seeking, 
as well as an atmosphere of unrest, are 
much more in evidence in many places 
than a spirit of thrift and industry, is 
merely to state facts well known. Such 
conditions, however, do not present the 
entire picture. 

“Our country is, on the whole, very 
Prosperous. Many lines of industry 





PEOPLES LIFE 


Insurance Company 
Frankfort, Ind. 


A. A. LAIRD, President E. O. BURGET, Secretary 


Operating in Illinots, Indiana 


and Ohto 


The management of this company seeks to establish the most cordial 
relationship with its field men. It has nothing to hide, nothing 
to camouflage. It courts the utmost frankness. It wants its 
rate book men to work in a happy and contented environment. 
So far as the home office is concerned, it uses its utmost endeavors 
to create a feeling of good will. 


It seeks counsel from its producers. It studies their needs, 
problems, demands and difficulties. 


The company is not autocratic. It does not believe that the home 
office has a monopoly on intelligence, knowledge and wisdom 
Every agent is given a hearing and the fullest consideration. 


Peoples Life men are contented. There is a reason. 


Join the Peoples Life and be happy 
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have better business than ever before. 
The material resources of the United 
States are, as we all know, practically 
unlimited. The natural common sense 
of the average American citizen is per- 
haps the most valuable single asset that 
our country possesses. The termination 
of the:war did not mean the termination 
of the splendid spirit of patriotism to 
one’s country and to the cause of hu- 
manity that the conflict engendered. 


No Sound Adverse Argument 


“Honest differences of opinion in con- 
nection with public matters—local, na- 
tional or international—will always ex- 
ist, and it is well that they should. 
Honest differences of opinion on impor- 
tant business subjects will also always 
exist, and it would be a rather prosaic 
world if this’ was not so. On certain 
fundamental matters, however, such as 
the desirability of a constant encour- 
agement of a spirit of industry and 
thrift, there can be no sound adverse 
argument, and the public at large fully 
realizes that fact. 

Are we not, therefore, fully justified 
(I believe that we are) in considering 





that the years ahead of us are to be 
years of great prosperity for our land, 
and that the opportunities to expand, 
along sound and progressive lines of 
all legitimate branches of business, and 
particularly of that great thrift agency 
life insurance, are to be constantly 
greater? 
Big Opportunity at Hand 


“The present day—week—month— 
and year—(excepting, however, the 
time that every man should devote to 
recreation and a really good vacation) 
are very favorable times for increas- 
ingly effective work by our field men. 
Tens of thousands of possible pros- 
pects are in greater need of insurance 
protection than ever before and of 
larger amounts of such _ protection. 
They are as a whole, | believe, more 
willing to give a fair hearing, and more 
likely to look with favor upon such 
propositions as you are in a position 
to offer, than at any time in the past. 
The educated field man has before him 
a great opportunity for service to his 
fellowmen and for work satisfactory to 
himself.” 











LIFE AGENCY CHANGES 


—— 











W. E. Campbell 


W. E. Campbell, for a number of 
years a special agent for the Equitable 
Life of lowa at Columbus, O., has 
been appointed manager of the Lincoln 
National Life at Columbus. Mr. Camp- 
bell has had a wide experience in cen- 
tral Ohio and has been a successful 
writer of life insurance. 


Freeze & Boisot 


_The firm of Freeze & Boisot, con- 
sisting of Chester D. Freeze and L. M. 
Boisot, general agents of the Pacific 





Mutual Life in Chicago has dissolved, | 


Mr. Freeze having gone with 
Curtis Publishing Company. Mr. 
Boisot has connected with the office 
of Jens Smith, the manager of the 
Pacific Mutual in Chicago. 


O. D. Betts 
O. D. Betts, who has been scheduled 
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as a field man for the West Coast Life 
in Arizona, has been appointed manager 
for the company in that state, succeed- 
ing Chas. P. Brice, who resigned as 
general agent in order to remove to 
southern California because of ill 
health. Mr. Betts is a brother of Amos 
A. Betts, member of the Arizona Cor- 
poration Commission, which is the in- 
surance supervising body in that state 








LOCAL ASSOCIATIONS 

















Philadelphia.—The Philadelphia Asso- 
ciation will be represented at the annual 
convention of the National Association 
of Life Underwriters at Boston by 60 
delegates and 52 alternates, the largest 
delegation that has attended the na- 
tional assemblages in the history of the 
organization. Arrangements have been 
made for a large party to go by a 
steamer of the Merchants & Miners Line 
from Philadelphia on Sept. 18, arriving 
in Boston in time for the officers of the 
Philadelphia Association to attend the 
meeting of the national executive com- 
mittee Sept. 20. 

The “new member” campaign last 
spring brought the membership of the 
Philadelphia Association up to approxi- 
mately 800 and it is expected that the 
Quakers will rank very high in both the 
trophy and quota contests at the conven- 
tion. The membership increase of more 
than 240 percent is likely to secure for 
the City of Brotherly Love one of the 
banners to be awarded in the “Double- 
Up Campaign.” 

* * * 

Milwaukee, Wis.—The Milwaukee As- 
sociation has called a special meeting for 
Friday noon, Sept. 10, at the Milwaukee 
Athletic Club, to wind up its member- 
ship drive in a fitting manner. The reg- 
ular monthly meeting for August was 
omitted and next Friday’s session will 
take its place. In the meantime all mem- 
bers are engaged in a canvass to assist 
the National Association to reach its 
quota of 20,000 members by Sept. 15 
President Manford W. McMillen is work- 
ing actively with William P, Van Altena, 
chairman of the membership committee, 
in making the drive locally a big suc- 
cess. 

At the meeting on Sept. 10 final reporis 
on the membership campaign will be 
made and a short speaking program also 
has been arranged. Russell Thierbach 
of Milwaukee, a recent graduate, wil! 
present the subject: “The Function of 
the Carnegie School of Life Insurance 
Salesmanship.” Four other Milwaukee 
agents who are graduates of the school 
will give supplementary remarks. 








NEWS OF COMPANIES | 

















Southwestern Life—The company has 
received applications in Texas alone for 
more than $28,000,000 of new insurance 
up to Aug. 1 of this year, and its agents 
are now writing at the rate of $3,000,000 
a month. 

*x* * * 

Central Life of lowa—The company 
has passed the $100,000,000 mark in in- 
surance in force. It has written $26,- 
000,000 of business already this year. Its 
mortality ratio is about 50 percent of the 
expected. The company has increased its 
surplus substantially the first part of 
the year. 

x * * 


Reliance Life—Its life insurance in 


force Aug. 1 was $173,060,844. Its gain 
in seven months was $19,609,179. Its 
paid-for life business the first seven 


months was $43,084,347. 


North American Meeting 


The agents of the North American 
Life of Chicago left this week on their 
annual trip, going to Mackinac Island. 
The men qualifying for the $100,000 
Club and the $200,000 Club made up 
the party together with officials from 
the home office as follows: President 
J. H. McNamara, Secretary W. P. 
Kent, Vice-President E. S. Ashbrook, 
Medical Director C. B. Irwin, Gen- 
eral Counsel Thomas E. Rooney and 
M. J. Scandrett, land inspector, A. 
Nicholas of Ree Heights, S. D., is 


president of the $100,000 Club. Albert 
Schurr of Newark, N. J., is president 
of the $200,000 Club and G. W. Pat- 
terson of Winner, 
president. 
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WITH INDUSTRIAL MEN | 


BULWARK AGAINST RADICALS 





J. C. Maginnis of Eureka Life Tells of 
Important Part Played by In- 
dustrial Insurance 





BALTIMORE, MD., Sept. 1.—Indus- 
trial life insurance and industrial agents 
are playing an important role in com- 
bating the insidious preaching and 
propaganda of bolshevism. To the 
working class, this group of men has 
brought, and is still bringing, the love 
of home and family. J. C. Maginnis, 
president of the Eureka Life, in his 
address to the Kiwannis Club last- week, 
brought out these points. He said: 

The fact that 43,000,000 policies are 
outstanding among the very people for 
whom this system was originally in- 
tended would seem to satisfy the most 
critical, but there are other facts to be 
considered when analyzing the workings 
of this system. Let us consider the eco- 
nomic value of any institution that in- 
culeates the spirit of thrift into an 
industrial population, to the extent of 
saving through nickels and dimes the 
enormous sum of $225,000,000 yearly. Con- 
sider the value in lives saved or pro- 
longed among the working people by the 
practical lessons in hygiene. Probably 
in no other way has this class of people 
been impressed with the importance of 
health than through the industrial can- 
vassers and their literature. 

It is a well known fact that the masses 
—the laboring class—are too busy with 
their necessary toil to avail themselves 
of educational advantages, and this lack 
of erudition among them offers ideal 
ground for the cultivation of radical 
ideas disseminated by perverted brains 
who seek to sow seeds of unrest, dis- 
content and disloyalty among the _ so- 
ealled proletariat. These apostles of 
radicalism are often men of mental cali- 
ber, at least to an extent of being able 
to carry conviction and sway with their 
logic masses of this industrial class, 

As against the insidious preaching and 
propaganda of these false doctrines, this 
army of American industrial life insur- 
ance agents, impelled by a conviction of 
the high calling of life insurance, are 
continuously living, canvassing and 
working among the workers, carrying 
the lesson of family responsibility, of 
family love and of moral obligations in 
the providing for loved ones, even more 
effectually than various churches, by rea- 
son of the personal contact of the agent 
and the indirect contact of the churches. 

The practicability of industrial life in- 
surance is beyond doubt established, and 
those who look lightly on the industrial 
agent as an ordinary installment collec- 
tor should change their vision, and after 
examining the facts in the case give him 
and the institution he represents at least 
credit for performing more than his or 
his company’s share in the general con- 
tribution towards Americanizing the 
toilers and affording them a means 
withal to help themselves and their fam- 
ilies to do the greatest good to the great- 
est number of people. 





Prudential Activities 


In the Massillon, Ohio, assistancy, of 
the Canton district of the Prudential, a 
new assistant has been appointed, Clark 
B. Fowler, who formerly operated as an 
agent in New Philadelphia. 

On a basis of ordinary net issue for 
the third quarter, Agent John J. Bernert 
of the Wheeling, W. Va., district, is the 
leader in Division F, while Assistant E. 
Garfield Perkins, of the same district, 
occupies the place of honor in the assist- 
ancy ranks, 

On Sept. 1, Superintendent John R. 
Russell, of the Pittsburgh No. 1 district, 
will complete 30 years of continuous 
service with the company. 

Agent R. P. Reagan, of the Dover, Del., 
district has been promoted to assistant 
superintendent. 


Building Up a Reserve 


The Prudential tells its agents that 
they realize the value of the legal re- 
serves in connection with a life com- 
pany. The reserve is the money over 
and above the actual cost of carrying a 
policy for one year that the insured pays 
with his premium. It is invested by the 
company and allowed to accumulate so 
that when the policy becomes a claim 





























Our Star Agent 


OU can link up in business with a star agent— 

a genuine go-getter, who is plugging with all 

his might every day for The Lincoln National Life 

Insurance Company. You can share in the benefits 

of his many sales ideas and can reap the rewards of 
more numerous commissions. 


Service is the name of this star agent of The 
Lincoln Life. You are signed for partnership with 
Lincoln Life Service the minute you make a con- 
tract to work with the Lincoln. You benefit from 
all the systematic methods of that service, which 
seeks to aid you in every way possible and which 
satisfies your policyholders so that renewals are sure. 


Because of this fine cooperation of Lincoln Life 
Service it pays to— 
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The Lincoln National Life Insurance Company 


*“‘Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Indiana 
NOW MORE THAN $142,000,000 IN FORCE 
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Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND, 
OLD LINE COMPANY 


The Company for Policyholders and Agents 








THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 


California State Life Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force $37,000,000 Assets in excess of $4,100,000 
Capital and Surplus $7,000,000 


Splendid opportunity for ambitious, energetic Insurance Salesmen to 
represent our Company in in California and Texas Territory 





Write J. R. KRUSE, Vice-President and General Manager 


or is matured as an endowment, there 
will be ample funds to meet the demand. 
The Prudential states in this connection 
that good life insurance men _ should 
have their own reserves. Some of the 
money that is being earned should go 
into endowment insurance, in savings 
banks, in building and loan shares, in 
straight life insurance. The Pruden- 
tial emphasizes the habit of thrift 
and says that life insurance men should 
be great examples in this direction. The 
Prudential points out there is nothing 
more substantial than a substantial cash 
reserve to help people over the rough 
spots of life. Nothing gives the man a 








NEWS ABOUT LIFE POLICIES 


greater sense of independence than the 
knowledge that he has cached away a 
comfortable little fund as a guarantee 
of future security. 


Payton Is Advanced 


Cc. W. Payton, who has been for a num- 
ber of years agency superintendent of 
the Conservative Life at Anderson, Ind., 
has been made special home office repre- 
sentative for the company. Mr. Payton 
will devote all of his time as a special 
canvasser, assisting salesmen of the Con- 
servative Life in the industrial depart- 





ment. 





New Policies, Premium Rates, Dividends, 








NATIONAL AMERICAN’S LATEST 


Burlington Company Gets Out New 
Contract With Disability and 
Double Indemnity Benefits 


A new policy has just been issued by 
the National American Life of Burling- 
ton, Ia., it being a 20-payment coupon 
reduction contract containing double 
disability benefits. The policy provides 
in addition to the principal sum $100 
monthly income for life and a paid-up 














Ambitious, productice and Trustworthy Life Agents 
may be BENEFITED by corresponding with the 








Berkshire Life Insurance Company 
Of Pittsfield, Massachusetts 


Snesepecated 1851 


New Policies with modern provisions 
Attractive literature 


W. S. WELD, Supt. of Agency 








W. D. WYMAN, President 








QUALITY INSURANCE—CHARACTER SALESMEN 
Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper yoy Equipment, who is 
“Four Square” and willing to work; can ood a not less $20,000.00 per year helping 
us to contians the breaking of all Life Insurance ig 

Great Way, 1919 for the men who can qualify! ! 

From 1919 to May, 1920, Twelve months—one year—we wrote Ten 
millions Life Insurance. How? Let us tell you. We have the plans; we furnish 
the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 











National Life Insurance Company 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 
Which for 
SIXTY-NINE YEARS 
Has protected the 
HOME AND FAMILY 


EDWARD D. FIELD, Superintend 
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A text book for beginnera, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson's “‘Easy Lessons in Life Insurance.’’ $1.00, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. 























policy if totally and permanently dis- 
abled from accident or disease, and a 
life income of $100 per month and the 
face of the policy payable at death for 
the loss of both hands, both feet or 
both eyes or the loss of one hand 
and one foot. The company has issued 
a rather unique rate sheet for the use 
of agents in selling the new policy. 
One entire page the size of a letterhead 
sheet is devoted to the benefits pro- 
vided under the contract at each age 
from 20 to 59. Full information at 
every age is given including guaran- 
teed cash loan and surrender values, 
optional settlements and net cost of 
insurance for twenty years. The rates 


on the new policy are shown below: 


National Fidelity Life 

The National Fidelity Life of Iowa 
announces that applicants of ages 10 to 
14 will be accepted for all forms of 
policies except term, the amount on a 
single life not to exceed $2,500. The 
premiums will be the same as of Age 15, 
and the disability and double indemnity 
features will not be included, but after 
the policyholder has attained the age of 
15, they may be included. 


Equitable Life of New York 


The new special conversion policy of 
the Equitable Life Assurance, New York, 


provides for a high rate of premium for | 


temporary protection for a period of five 
years, when insured may make the 
choice as to form of policy desired from 
that time on—that is, he has four op- 
tions: 

Option No. 1—He may continue pay- 
ment of premium for a certain number 
of years, depending upon age, when the 
policy will become paid up for its face 
amount. 

Option No. 2.—He may continue the 
payment of the original premium for a 
certain number of years beyond the time 
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Option No, 3.—If the insured will fur- 
nish evidence that he is insurable at this 
particular time—namely, the end of the 
fifth year, he may change the policy 
from a limited payment life to an ordi- 
nary life on which he pays the same 
premium but is given additional insur- 
ance protection in proportion. 

Option No. 4.—He may continue the 
policy after the fifth year as ordinary 
life in the same amount, but with the 
reduction of 40 percent in premiums. 

Unlike other policies issued by the 
Equitable, this policy is based on a 3% 
percent reserve. It therefore carries 
lower cash surrender values than those 
guaranteed in other policies. 


Farmers Life, Denver 


The Farmers Life of Denver has an- 
nounced a new whole life policy on the 
annual dividend plans, 3% percent re- 
serve basis. Its other forms are non- 
participating or deferred dividend and 
on the 4 percent reserve. Dividends will 
be apportioned at the end of the third 
year and annually thereafter and distri- 
bution will be made at the end of each 
five-year period. Rates for $5,000 are 
as follows: 


With Without With Without 

Age Disab. Disab. ape Disab. Disab. 
15 $ 88.3 $ 83.60 40 $171.05 $160.35 
16 89.9 85.15 41 177.10 165.90 
17 91.70 86.80 42 183.50 171.80 
18 93.60 88.55 43 190.30 178.05 
19 95.60 90.40 44 197.50 184.70 
20 97.70 92.35 45 205.10 191.75 
21 99.90 94.40 46 213.20 199.26 
22 102.20 96.55 47 221.90 207.25 
23 104.60 98.80 48 231.20 215.75 
24 107.15 101.15 49 241.15 224.80 
25 109.80 103.60 50 251.75 234.45 
26 112.55 106.15 51 263.10 244.75 
27 115.45 108.85 52 275.30 255.80 
28 118.50 111.70 53 288.50 267.70 
29 121.75 114.70 54 302.80 280.50 
30 125.15 117.85 55 318.30 294.30 
31 128.70 ek 2 aire 309.20 
32 132.45 124.65 57 325.20 
33 136.45 138.35 68 ..... 342.35 
34 140.65 132.25 59 360.70 
35 145.10 136.35 60 380.30 
36 149.75 140.65 Gl ~—..... 401.15 
37 154.70 146.30 63  ..... 423.40 
38 159.90 150.00 63 ~—_.......... 447.15 
39 165.35 155.05 64 472.50 
oe - steer 499.60 


Amicable Life 


The Amicable Life has just adopted the 
form of disability clause paying $10 a 
month per $1,000 of insurance. Extra 
premiums vary from $0.86 to $3.22, ages 
17-50, on the ordinary life; $1.19-$3.27 on 
the 20-payment life, and $0.41 to $3.09 on 
the 20-year endowment. 


New World Life 


The New World Life of Washington 
has added the double indemnity clause, 
the extra rate being $2.25 per $1,000 of 
insurance at all ages and for all plans. 
Rates are being prepared for the total 
disability annuity clause. 


Kansas Life 


The Kansas Life has issued new policy 
forms which include the total disability 
clause providing for waiver of premiums 
and payment of monthly income of $10 
per $1,000 in event of disability prior to 
age 60. 


Columbus Mutual 


The Columbus Mutual Life has gotten 
out a general accidental death rider. 
Heretofore the Columbus Mutual has had 
a travel accident rider. The company will 





that it becomes paid-up insurance, when 
the policy will mature as an endowment. 


charge $2 per thousand for the acci- 


(CONTINUED ON PAGE 17) 
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NEW TAXATION RULINGS 


_ The Home Life presents in its bulle- 
tin recent rulings from the internal 
revenue department as follows: 


Re. request for a ruling in behalf of 
J. M. A. as to his liability for the pay- 
ment’of income tax upon amounts re- 
ceived by him under an endowment pol- 
icy: The policy in question was issued 
in 1914 on the life of A. J. A., who paid 
a single premium of $30,173.76 in consid- 
eration of which you agreed to pay as 
an endowment on May 6, 1924, the sum 
of $36,000. The insured placed the policy 
on the accelerative endowment plan so 
that the policy became payable in 1920. 
It was agreed when the policy was writ- 
ten that the proceeds should be paid in 
two hundred and forty monthly pay- 
ments; one-half of which should go to 
J. M. A., a son of the insured, the re- 
maining half to a daughter of the in- 
sured. Provision was made for the pay- 
ment in the event of the death of the 
beneficiaries named. 

With reference to the taxability of 
amounts received by Mr. A., it is held 
that the amount paid by a person as the 
purchase price of an endowment policy 
in favor of another is in the nature of a 
gift. Section 213 (b) of the Revenue 
Act of 1918 provides that the value of 
property received as a gift is not to be 
included in gross income and is exempt 
from income tax. It is evident, there- 
fore, that Mr. A. will not be required 
to include in his returns of income any 
amount or amounts received upon the 
endowment policy purchased by his 
father until the total amount of the pay- 
ments made by the company upon such 
policy is in excess of the cost of the pol- 
icy. Any amount received in excess of 
such cost will be subject to both normal 
and additional tax in the hands of the 
recipient. 

> 2 8 14-20-825 
O.D. 433. 

Amounts received by an _ individual 
beneficiary or by the estate of the in- 
sured under the terms of an ordinary 
life, continuous installment bond contract 
issued by a life insurance company are 
exempt from tax under the provisions of 
section 213 (b) I, Revenue Act of 1918. 
This applies not only to the installment 
payments received but also to any divi- 
dends received under the terms of the 
bond. 

. . > 
10-20-778 
O. 995. 

Where under a life insurance policy 
there is payable to a first beneficiary 
named 6 percent per annum of the face 
value of the policy during life, and, upon 
the death of the first beneficiary, the 
face value of the policy is payable to a 
second beneficiary, the payments to the 
first beneficiary are a part of the pro- 
ceeds of the policy within the meaning 
of section 213 (b) I of the Revenue Act 
of 1918, and are not to be included in 
gross income for the purpose of the in- 
come tax. 

[It should be noted that the above 
ruling is only effective when the mode 
of settlement is definitely agreed upon 
in advance of the event. If the benefi- 
clary has an option to take settlement 
either in cash or in installments, the 
ruling does not apply when the benefi- 
ciary elect to take installments, but the 
taxing authorities insist in that case 
upon receiving the properly calculated 
tax on the cash proceeds of the policy 
at the date of death.] 

> . - 
1-19-22 
O.D. 66. 

The option exercised by a corporation 
beneficiary in allowing the proceeds of 
an insurance policy to be paid in install- 
ments represents in fact an investment 
of such proceeds. Any interest or profits 
received over and above the face value 
of each installment represents taxable 
income to the corporation for the year 
in which received. 

. . + 
12-20-793 
O. 1014. 

Premiums paid by an employer on 
policies of group life insurance covering 
the lives of employes, under which finan- 
cial benefit can accrue only to benefi- 
claries designated by the employe, do not 
eonstitute taxable income to the em- 
ployes whose lives are insured. 

. . . 
24-19-566 
O.D. 299. 

Premiums paid on a life insurance 
policy are allowable deductions from 
gross income when the beneficiary is a 
charitable corportion exempt from tax, 
provided the beneficiary named cannot 





be changed at the option of the insured 
and the sum of the annual premium plus 
other allowable charitable contributions 
does not exceed 15 percent of the tax- 
payer's net income. 
= = 1-19-55 
O.D. 38. 

If a creditor takes out a life insurance 
policy on an individual to cover loans to 
the individual, the creditor may deduct 
from gross income as a necessary ex- 
pense the amount of the premiums paid 
during the year for which the return is 
made. 

> s © 6-19-270 
T.B.R. 22. 

The term “individual beneficiary,” as 
used in section 213 (b) I, Revenue Act 
of 1918, is held to include a partnership 
beneficiary. Accordingly, a partnership 
is not required to include in gross in- 
come the proceeds of life insurance pol- 
icies paid to it upon the death of the 
insured. 

. >. . 

The Equitable of New York gives the 
following tax information: 

1. Is the commuted value of the pro- 
ceeds of a life income policy when paid 
as a death claim exempt up to $40,000 
under the federal estate tax law? 

Answer: The federal estate tax regula- 
tions provide (Article 36) “ * * * In 
cases where the proceeds of a policy are 
made payable to the beneficiary in the 
form of an annuity for life or for a 
term of years, the present worth of the 
annuity at the time of death should be 
included in the gross estate. * * * "™ 

The present worth of the income would 
be taxable to the extent that its amount 
exceeded the proportion of the $40,000 
exemption to which the beneficiary un- 
der the policy was entitled. Only one 
exemption of $40,000 is allowed to the 
estate of the deceased insured, and this 
applies to all insurance payable to a 
wife or other named beneficiary (that 
is, not payable to the insured’s estate). 
If the insured leaves life income insur- 
ance to three named beneficiaries, the 
installments under which have a present 
worth amounting to $10,000, $40,000 and 
$50,000 (total $100,000), the amount of 
$60,000 should be returned for taxation, 
and each of the beneficiaries would be 
entitled to their pro rata share of the 
exemption, the first, 1/10, or $4,000; the 
second, 4/10, or $16,000, and the third, 
5/10, or $20,000. 

*. > > 

2. Would the income be taxable under 
the income tax law? 

Answer: The Treasury Department has 
ruled that the income payments under a 
life income policy (as well as excess in- 
terest dividends) becoming due upon the 
death of the insured, do not represent 
taxable income to the wife or other in- 
dividual beneficiary, but are exempt. 

> . ° 

The following ruling recently received 
from the office of the Commissioner of 
Internal Revenue will interest agents. 
It is to the effect that if an insured re- 
stricts, say, his wife to receive at his 
death only the interest which a company 
allows on the proceeds of insurance held 
on deposit, further providing that the 
principal sum is to be paid to a child 
or children upon the death of the wife, 
such interest payments made to the wife 
during her lifetime are not subject to 
the income tax. This ruling refers only 
to cases where the first beneficiary is 
restricted to the interest settlement. If 
she has the option of taking the cash 
on the death. of the insured, but elects 
to leave the money with the company at 
interest under a certificate of deposit, 
the interest paid her would be subject 
to income tax. 

A copy of the ruling follows: 

“In the policies covering the life of 

. who died April 10, 1917, provi- 
sion was made that the beneficiary, his 
wife, shall receive only an annual pay- 
ment representing 3 percent on the prin- 
cipal of the policy, together with any 
excess interest dividend apportioned to 
such policy. At her death the entire 
proceeds were to be paid to certain 
named beneficiaries. Mrs. ———— may 
in no case receive any part of the prin- 
cipal of the policy. In this case, you 
are advised that the entire amount re- 
ceived by Mrs. represents a part 
of the proceeds of an insurance policy 
and is exempt from tax in her hands.” 





Life Notes 
The Inter-Mountain Life of Salt Lake 
City has added Colorado to its territory. 
The Central Life of Illinois has entered 
Kansas and Texas. 
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short notice. Every man 
in the organization is pull- 
ing for the 
company. 


President, 


Edwin M. Brown 
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The Great National Life Insur- 
tance Companies are rendering a great 


service to a constituency. 


But when it comes to writing Life 
Insurance in Indiana for Indiand 
folks, you want a company close to the 
people, a native, possessing the pecul- 
iar Hoosier flavor and whose manage- 
ment knows the local conditions. 


We study Indiana, county by 
county, town by town. We know 
what will appeal to one section and 
what to another. We are Indiana 
specialists. We are not interested pri- 
marily in other states. We are center- 
ing our efforts in Indiana. Our agents 
are closely related to our business fam- 
We can get to any county on 








Come with the 


Insurance Co. 


Crawfordsville, Indiana 





If you want to write life insurance in Indiana 


THOMAS L. NEAL, 


Superintendent of Agents 












Secretary, 


Clifford V. Peterson 
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CENTRAL LIFE 


Assurance Society of the United States 
DES MOINES, IOW 


Insurance in Force: 


$100,000,000.00 


Assets over 


$9,000,000.00 


Double Indemnity, Disability, Child’s Endowment 



































The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it. 


LEADS THEM ALL IN KANSAS 


Home Offices Wichita, Kansas 














In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 
Dividend Scale Maintained, Surplus Increased 





New England Mutual Life Insurance Co. 
Boston, Mass. 











An Exclusive Life Reinsurance Company 


THE REINSURANCE Lire GOMPANY 


OF AMERICA 
DES MOINES, IOWA. 


Prompt Service Full Coverage 
Attractive Contracts 





H. B. HAWLEY, President F. D. Harsh, Secretary 
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GETTING THE NEW AGENT STARTED 


Manager Should Correct Mistakes, But Let Him Close Case 








The new agent entering the life insur- 
ance field these days is apt to become 
bewildered in choosing the best method 
to pursue in listing and soliciting pros- 
pects. The great store of new energy 
and enthusiasm which new men bring 


into an agency cannot be underesti- 
mated. The agency manager should 
keep a close watch on these men. He 
should lend them every assistance, and 
in time he will have created a real asset 
of this “new blood” in his agency. 

It is the early failures of the new 
agent that discourage him and gradu- 
ally wear away his interest and en- 
thusiasm in the business. When he 
solicits a few prospects and fails, his 
ambition begins to crumble. The argu- 
ments which these prospects have put 
forth for not wanting insurance are so 
strong that he begins to believe them 
himself. He loses confidence in him- 
self and in his newly chosen profes- 
sion. 

Crave Feeling of Success 

The manager should be careful to 
ward off this condition. He cannot 
help the agent’s failure to sell his pros- 
pects, but he can encourage him by 
giving him new ideas and reviving his 
enthusiasm. Some managers go about 
this in the wrong way. They seem to 
think that it is the loss of the com- 
missions that discourages the saew 
agent. They misconstrue the agent’s 
purpose in coming into the life insur- 
ance business. The outlook which the 
more thoughtful young men take upon 
life is not a pecuniary one. Success 
is their chief aim and ambition, and 
money is only secondary. They want 
to feel at the end of each day’s work 
that they have accomplished something 
more than just earning a day’s pay. It 
is the pleasure that comes from being 
successful that they crave. 


Must Use Own Methods 
The manager makes a big misiake 
when he merely tries to help the agent 
to retrieve his lost commissions. ‘The 
custom which many managers follow 


of accompanying an agent on his sec- | finish. 


ond canvass to help him close a case 
is very injurious to the man whom they 
believe they are helping. The effect 
upon both the agent and the prospect 














The second annual agency convention 
of the Gary National Life was held at 
the home office in Gary Monday. The 
business meetings started in the morn- 
ing and there was an afternoon session. 
The agents were taken to Chicago in 
the evening and theater party was 
given. At noon Tuesday there was a 
luncheon at the Morrison hotel. 

W. W. Messick of Indiana Harbor, 
is presidént of the $100,000 Club. 
Harry Hayes of Knox, Ind., is first 
vice-president and A. E. Sullivan of 
Steger, Ill., second vice-president. Mr. 
Messick is also president of the Weekly 
Production Club. To qualify for the 
latter an agent must produce business 
for at least 40 yeeks during the year, 
the man having the largest number of 
applications being the president. A. E. 
Johnson, superintendent of agents of 
the company, is secretary of both clubs. 
The bulk of the Gary National’s busi- 
ness is written in 12 counties around 
the office. President Wilbur Wynant 
is ambitious to have $5,000,000 of in- 
surance in force by the en! of the vear. 
At the luncheon in Gary, Captain H. S. 
Norton of the Gary Land Company, 
and president of the Commercial Club, 
presided. H. L. Arnold of the Gary 


Trust & Savings Bank, Mayor W. F. 





| 
| 


have exercised many good selling meth- 
ods along with the poor ones in that 
canvass, but after he has watched his 
manager sell the prospect he decides to 
cast them all off. In their place he 
decides to substitute the methods of his 
manager. This cannot be done. No 
two salesmen sell alike. They have sell- 
ing qualities and methods which are 
peculiarly their own. They fit in with 
their personality and harmonize with 
their appearance and character. When 
the methods peculiar to each successful 
salesman are replaced by others that 
do not harmonize with his tempera- 
ment and personality, it is like replac- 
ing a cog of a smoothly running ma- 
chine with one of the wrong size or 
ferior quality. 


May Destroy Prospect’s Confidence 


The effect upon the prospect when 
a manager is called in to close a sale 
is not favorable. The agent who has 
successfully sold a prospect has done 
something more than just made a sale. 
He has created a source of new busi- 
ness, lengthened his list of prospects 
and created a new working unit in his 
behalf. <A satisfied policyholder is an 
asset to the agent. From the time 
that he is sold he begins to work for 
that agent, preparing new avenues of 
business for him and giving him a hold 
on an endless chain of prospects. The 
prospect is not likely to regard an agent 
favorably, however, who is forced to 
bring in his superior to close a sale. 
He loses interest in the agent and after 
he has gone forgets about him. The 
manager has thus not only taken from 
the agent half of his commission, but 
he has deprived him of the most valu- 
able result of every sale. 

The proper method for a manager to 
pursue in helping an agent to close a 
sale is to correct his mistakes and send 
him back for his second interview 
alone. A prominent manager in Chi- 
cago has adopted this method and re- 
ports it to be very successful. When 
an agent comes to him and says that 
he has failed on a certain case, he makes 
him review his canvass from start, to 
1 He then points out the agent’s 
mistakes and suggests remedies for 
them. The agent then goes back for 
his second interview full of enthusiasm 
and with a determination to close the 
case. If the prospect is really in the 
market for insurance he will buy, the 


| agent will have gained his respect and 





full commissions on the sale besides. 











Hodges and E. A. Ridgley, a druggist, 
who is treasurer of the Commercial 
Club, were speakers. 


Winding Up New York Fraternal 


SYRACUSE, N. Y., Aug. 31.—Supt 
Phillips has filed with the clerk of 
Onondaga county a final report and 
account recommending the payment' of 
a third and final dividend to members 
and creditors of the People’s Mutual 
Life Insurance Association and League, 
which has been in liquidation since 
March 3, 1910. Dividends of 85 per 
cent have already been paid. 

A majority of the board of directors 
of the League had secretly and un- 
known to the members of the League 
attempted to transfer to entire 
strangers the control of the League 
and its assets amounting to $3,000,000 
for $150,000. The sum had been with- 
drawn and deposited in a bank in Can 
ada, but was recovered without litiga 
tion. 


The Philadelphia Life announces that 
its agency at Jackson, Tenn., has been 
changed from M. A. Dees, general agent, 
to Dees & Morgan. T. G. Morgan has 
been added to the agency. Carl W. Ben- 
singer has taken charge of the Memphis 
agency, with offices in the Randolph 
building. 


Se 


Ss i 











September 2, 1920 


LIFE 





INSURANCE EDITION 

















WANTED! 


DISTRICT AND SPECIAL 
AGENTS 


both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive 
Old Line companies in the 
Northwestern field. Writing 
business in its home state at the 


rate of $500,000 per month. 


Men of integrity and ability, 
who wish to stay and build for 
the future, will be given liberal 
contracts directly with the 
Home Office. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 
BISMARCK, NO. DAKOTA 











ACTUARIES 


me F. CAMPBELL 
CONSULTING 
ACTUA 








76 West Monroe Stree 
Telephone Randolph D8 


CHICAGO, ILL. 


_ J. HAIGHT 


Comet tiee 








810-813 ~sinaemrcll Bldg. 
INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








Eames C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


71 JM 
——— AT LAW 

Sesnden CONSULTING ACTUARY 

eserves Su ler Values, 
etc., Hawg he Valuations and Exam- 
inations Made. Policies en all Life = 
surance Forms The Law of 
Insurance a Specialty. 
Colcord Bidg. OKLAHOMA CITY 











SINGLETON BUYS MORE STOCK | 





Missouri State Life President Purchases 
$1,400 Shares from W. C. Hogg, 
of Houston, Tex. 





ST. LOUIS, MO., Sept. 1.—Marvin 
E. Singleton, president of the Missouri 
State Life, has purchased from W. C. 
Hogg, of Houston, Tex., the 31,400 
shares of stock in the Missouri State 
Life previously held by the Great 
Southern Life interests, subsequently 
by the International Life, of St. Louis, 
and, during more recent months, by 
Mr. Hogg. As Mr. Singleton and his 
associates already own 51 percent of the 
stock in the Missouri State Life, this 
latest acquisition means that 82 per cent 
of the stock of the company is now in 
the hands of Mr. Singleton and his as- 
sociates. The purchase of this block 
of shares means the elimination of any 
unfriendly interests, as the balance of 
the company’s stock is held by stock- 
holders who have been, and are, friendly 
to the management. 

The acquisition of the shares held 
by Mr. Hogg removes entirely any pos- 
sibility of friction or dissension among 
stockholders. The company is now in 
a position to build along even more 
progressive and aggressive lines. The 
purchase of this stock reflects great 
credit upon President Sing'eton. He is 
a man of abundant businc’s sagacity 
and great breadth of vision. When the 
minority stockholders of the company 
were attempting to cause some trouble 
a couple of years ago, Mr. Singleton 
kept the company going on an even 
keel. The Missouri State Life came 
through the fracas stronger than when 
it went in. The company has made 
excellent progress in every department 
this year, and is in sound and healthy 
condition today. 


Commissioners Discuss Valuations 


LOS ANGELES, CAL., Sept. 1.— 
The question of valuation of securities 
is expected to be an important develop- 
ment of the National Convention of 
Insurance Commissioners, which 
opened here today. The depressed 
financial market will be reflected to 
the disadvantage of the insurance 
companies generally if they are com- 
pelled to use present market values in 
making up their annual statements this 
year. 








NEWS OF LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender 
Value and al Change in Poy, Literature Rate 
Books, etc. Manual- 


a re pong Ay pm 
wee Com” published annually in May at $1.50. 




















J H. NITCHIE 
ACTUARY 

1523 Association Bidg., 19S. LaSalle St. 

Telephone State 409: CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So, La Salle St. CHICAGO 








EDERIC S. WITHINGTON, F. A. I. A. 
CONSU LTING ACTUARY 
ND EXAMINER 


402-404 Kraft Duties 
DES MOINES, IOW. 

















Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let an 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 
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dental death benefit, regardless of age. 
While the company has made no definite 
decision, it is thought that this will not 
be made retroactive, but will only apply 
to new policies. The company is issuing 
the total and permanent disability clause 
in connection with the accidental death 
benefit. 





American Bankers 


The American Bankers has raised its 
limit on women from $3,000 to $5,000. 


Midland Life 


The Midland Life of Kansas City has 
fixed the limit on single women at $5,000 
and on married women at $2,500. 





Covering Borrowed Money 


He has a $10,000 policy payable to his 
wife. Puts it up as collateral at the 
bank. Then soon dies at the wrong time. 
Widow receives only what is left when 
the loan has been deducted. Get him to 
maintain her protection by taking an 
additional policy when he borrows. Tact- 
ful soundings will uncover such cases.— 
Points. 


The Chicago agencies of the Equitable 
Life of New York had paid for as much 





Indianapolis Life Insurance Company 


1905 
1906 
1907 
1908 
1909 
1910 
1911 


1912 
1913 
1914 


1915 
1916 


1917 
1918 
1919 
19 20 


te July Ist 


INSURANCE IN FORCE 


$ 325,000.00 
1,281,909.93 
me Managership open 
3,037,135.59 at 
3,760,237.71 South Bend 
4,451,264.48 and 
5,756,690.86 Evansville 
7,011,554.27 Indiana 
8,655,788.49 
10,231,921.21 
12,021,820.06 Write to 
13,665,053.54 HOME OFFICE 


15,532,346.26 
20,456,374.44 


23,521,845.38 


Indianapolis, Ind. 


Operates in Indiana, Illinois, Michigan and Texas 

















WE WANT A MANAGER 


WANTED 











in every important center in Indiana where we 


are not represented. 


Only men of ability and 


probity will be considered. We offer liberal com- 
mission contracts to agents and salable policies 


to the public. 
usual. 


Correspondence confidential. 


The proposition we offer is un- 


GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 




















business as of Aug. 24 as they did all 
last year. 





Improved Disability Provision 


Claim may be made as soon as disabilily occurs—no probationary 


period. 


Payments begin immediately on approval of claim—no proba- 


tionary peri 


iod. 


Monthly payments, lifelong, conditioned on permanence of dis- 


ability. 


Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 


For terms to producing Agents address 


The Mutual Life Insurance Company 


of New York 
34 Nassau Street, New York 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life 
insurance with no frills or fancy adornments. It is the stuff 
that appeals to the people who want every possible dollar 
of protection they can buy for every dollar deposited as 
premium. 


Our 1920 program is a progressive one that contemplates 
a vigorous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National ban- 
ner into new strongholds backed solidly by the whole 
organization. 


Last year was a banner year in life insurance. This year 
will be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you 

















In the Interest of 


“Professional Public Service” 


The Connecticut Mutual 


Life Insurance Company 
Hartford Connecticut 


Added 125 Full-Time Men to Its Ranks 
During the First Six Months of 1920. 








HOME LIFE INSURANCE COMPANY 


of America 
Incorporated 1899 


PROTECTION FOR THE ENTIRE FAMILY 


This pny / issues all modern forms of policy contracts from age 8 
months next birthday to 60 years. 

Industrial policies are in full immediate benefit from date of issue. 
Ordinary ae contain a valuable Disability clause and are guaranteed 
by State Endorsement. 


GOOD CONTRACTS FOR LIVE AGENTS 
Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN, Secy. JOHN J. GALLAGHER, Treas. 














COMBINATION IS ANNOUNCED 





“Life Insurance Independent” Joining 
“The National Underwriter” and 
the “Insurance Salesman” 





The “Life Insurance Independent” of 
New York, for 31 years the leading life 
insurance agents’ monthly magazine, 
enjoying for years the largest circula- 
tion of any insurance periodical, has 
been consolidated as of Aug. 1 with 
the “Insurance Salesman,” monthly, and 
THe NATIONAL UNDERWRITER, weekly, 
life insurance edition. 

This consolidation will give Tue 
NATIONAL UNDERWRITER and the “Sales- 
man” by far the largest circulations 
enjoyed by any papers respectively in 
the weekly and monthly life insurance 
fields. 

The subscription rate of the “Life 
Insurance Independent” is $3 per year; 
and the rate of THe Nationa UNDER- 
WRITER and “Salesman” when taken in 
combination, $4 per year. Independent 
subscribers will therefore, by paying 
only $1 additional per year, secure both 
the weekly and monthly life insurance 
service of THe NATIONAL UNDERWRITER. 

The office of the “Life Insurance 
Independent” at 38 Park Row, New 
York, will be continued until the lease 
expires on May 1, next, as the New 
York office of THe NationaL UNper- 
WRITER and “Rough Notes” and the 
present office at 95 William street, will 
be discontinued. On May 1, next,_a 
new eastern office in New York will be 
occupied. 

N. H. Weed, who purchased the 
“Life Insurance Independent” from 
Gideon L. McKean of Chicago some 
20 years ago and moved the paper to 
New York, and who has been the guid- 
ing spirit of the enterprise during that 
time, will become business manager of 
the two publications of the Rough 
Notes Company, the “Insurance Sales- 
man” and “Rough Notes.” 

This great strengthening of the life 
insurance publications especially com- 
ing at the time of the separation of 
THe Nationa UNDERWRITER into sepa- 
rate weekly editions for life and fire 
and casualty insurance will be appre- 
ciated by the subscribers, who will 
welcome the added service of the 
“Life Insurance Independent” and by 
the advertisers, who will not overlook 
the advantages of consolidation with 
the subscription list of the “Life In- 
surance Independent,” which at the 
time of the consolidation amounted to 
nearly 7,000. 


Puts Soft Pedal on 
Loan Value Feature 


. L. DURRETT of Durrett & Hardy, 

general agents of the Pacific Mu- 
tual Life at Little Rock, says that it is 
his opinion that in a great many in- 
stances the loan features to insurance 
policies are abused. This is due largely 
to the misconception of the policy by 
the insured. However, he is not in 
favor of discontinuing the loan feature 
of the policy, as there are times in busi- 
ness careers that this feature alone 
saves the day. He says further: 

“I do not believe the loan values 
should be stressed in the ordinary can- 
vass of life insurance, where it is taken 
for the benefit and protection of the 
family. In my personal solicitation I 
rarely ever stress the loan value of the 
policy and I sell just as much insurance 
as I would, and possibly more, by im- 
pressing the salient features of the pro- 
tective side of the policy to the 
prospective policyholder.” 


Will Take on New Agents 


The Massachusetts Mutual Life 
which notified its general agents 
earlier in the year than no new agents 
could be employed inasmuch as the 
company was writing as much busi- 
ness as it desired, now tells them that 
full time men can be put on. 





“SOMETHING 
NEW FOR 
AGENTS” 


National 
American 
Life 
Insurance 
Company 











Burlington, Iowa 
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The Provident Life 
and Trust Company 
of Philadelphia 


(Penna. ) 


Provident agents are sell- 
ing not only protection but 


satisfaction. 
The policyholder who 
matures a Provident Long 


Endowment is a center of 
Provident influence in 
his community. 


PROTECTION +- THRIFT —SATISFACTION 


ee en non a a a ee ee een ae a 


Lull anal Gf HA ae Bie all oe Be an | 


ao-"5 0 


>> 














““THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-7T Bids.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 
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Vital Industries of 
Nation Financed by 
Life Insurance Funds 


ISCUSSING the banking functions 
of life insurance funds, F. X. 
Quinn, vice-president of the Fidelity 
Mutual Life of Philadelphia, says: 
Life insurance funds furnish a highly 
useful auxiliary to the banking re- 
sources of our country, affording as 
they do means of financing not only 
great enterprises both public and priv- 
ate, but individual operations in the 
purchase and improvement of property 
for the purpose of residence, agriculture 
and trade. And at no time is the utility 
of these funds more forcefully demon- 
strated than in periods of stringency 
such as we are now passing through. 
At all times large buyers of mort- 
gages and long time securities, life in- 
surance companies at such time pro- 
vide the means of carrying on oper- 
ations in property which otherwise 
would be greatly curtailed. I have seen 
numerous instances where persons had 
contracted for the purchase of the 
building of a home or a place of busi- 
ness, or whose mortgage had been 
called for payment and who were ut- 
terly unable to obtain the money to 
meet their obligations anywhere but 
from a life insurance company. So, 
too, when our national government was 
confronted with the stupendous task 
of financing the great war, life insur- 
ance funds were a material factor in 
the successful accomplishment of that 
task, 





Helps Supply the Capital 


No issue of state or municipal bonds 
of any considerable proportions is put 
out but what some part finds its way 
into the assets of the life insurance 
companies. So too, with the railroads. 
The life insurance companies, by their 
large purchase of railroad securities, 
have done much to save the credit 
of the transportation systems of the 
country—poor as it now is—from ut- 
ter collapse. Life insurance helps 
largely to supply the capital for other 
essential industries, not, however as a 
partner taking the risk of loss or gain 
incident to the enterprise, but as a 
creditor lending money on fair terms 
upon a promise of re-payment at a 
fixed rate and with property pledged 
for the fulfillment of the promise. 


Buyers of Mortgages 


It is well known that life insurance 
companies have been and are the larg- 
est buyers of farm mortgages in the 
country. Not even the federal land 
banks have exceeded them, and at times 
when these banks have practically 
ceased operations because of inabil- 
ity to market their bonds, life insur- 
ance money has continued to flow “~ 
the channels of agriculture. Indeed, 
may well be doubted whether the aw ng 
nificent agricultural empire of the Mid- 
dle West would have so soon reached 
its present state of high development 
without the aid afforded by life in- 
surance funds. 

The management of a life insur- 
ance company, in the selection of its 
investments, has not only to consider 
the soundness of the security itself, 
but the uses to which the money is 
to be put, whether for the general 
good or for a sordid and selfish pur- 
pose, because whatever makes the gen- 
eral prosperity redounds to the advan- 
tage of the company itself, and, con- 
sequently to that of its policyholder. 


Commonwealth Life Convention 


The $100,000 Club of the Common- 
wealth Life held its sixth annual con- 
vention at Lake Okoboji, Ia., last 
week. The sessions were well at- 
tended and the programs of unusual 
merit. Richard J. Lee was chosen 
president for the ensuing year. Roscoe 
S. Evans is vice-president and Fred 
Goldsmith secretary. Retiring Presi- 
dent Franz Nelson gave the address of 
welcome. 

















George Washington Life Insurance Company 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars address 


Cc. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 








Secreta 
MUNCIE, INDIANA 


The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J. H. Leffler, Acting President 


John W. Dragoo, Harry H. Orr, General Counsel 








THE DETROIT LIFE INSURANCE COMPANY 


AGAIN NUMBERED AMONG MICHIGAN’S LEADING COMPANIES 


New Insurance Paid for During the First Seven Months of 1920........ 2.2.66 ccc $ 4,452,000.00 
Insurance in Force July 31, 1920...... 
Admitted Assets July 31, 1920 Deakin eens 
The above record was accomplished through the efforts of an efficient and capable Agency Organization. 
UNUSUAL OPPORTUNITIES IN MICHIGAN FOR THE WIDE-AWAKE SALESMAN 
Now is the time to join the Agency Force of a well-established and rapidly-growing organization. 
THE DETROIT LIFE, “The Company of Service’—SERVICE established both for the good of Policyholders and Agents. 


We are at your service if you wish to join our ranks. We have some very attractive Agency propositions to offer to gqnergetic 


men who wish to add materially to their incomes. Why not get in touch with us, consider the proposition, and then decide? 
Write direct to 
THE DETROIT LIFE INSURANCE COMPANY, M. E. O’Brien, President 
Home Office: Blessed Building, Detroit, Michigan. James D. Baty, Sec. & Treas. 











CONTINENTAL LIFE INSURANCE COMPANY 


Assets, $3,566,304.16 Insurance in Force, $32,000,000.00 


Our Policy Forms Contain the Following Provisions: Double Indemnity for acci- 
dental death, Total and permanent disability benefits, Partial disability benefits, 
Surgical operation benefits, Annual dividends, Optional ‘methods of settlement, Pre- 
mium loans, Cash loans, Extended i insurance, Paid up insurance, Cash surrender values, 
Insurance to cover policy loans, Installments certain- -Participating, Installments 
continuous-Participating. 


Very Attractive Agency Contracts to Reliable Men 


JOHN W. COOPER, President Kansas City, Missouri 








Guaranteed Low Cost Policies. 


O. W. JOHNSON, President 


WANTED 


MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 


As Good as We Can Make Them. 


Any one of the above is an absolutely first class opportunity. If your record is cleanand you can 
furnish evidence of your ability as a Personal Producer, your application will be cortsidered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 
S. W. GOSS, Vice-Pres. and Agency Mgr. 











37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at = o age. 
This valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 











DESIRABLE TERRITORY | | FEDERAL UNION LI 
FOR ALERT AGENTS Insurance ~ sec ” 


Always ready to negotiate with Cincinnati, Ohio 


ho can establish their — : : 
—— ty to pey Soin in oak has just issued a very interesting booklet 


volume of New Insurance “Suggestions for Increasing 
regularly—good business placers Your Income” 
steadily needed. 


A : and would be pleased to send a copy to every 

Union Mutual Life Insurance Co. Life, Fire and Accident Agent in 
PORTLAND, MAINE ‘ — 

Address: Albert E. Awde, Supt. of Agencies Ohio, Illinois and Kentucky 
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Hotel La Salle has won this 
title with an experienced and 
critical public because of its 

happy blend of old and 
new ideals. 


Hotel La Salle 





me 


on 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 




















RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable’ and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL MINNESOTA 








Qnio National Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 


the best time to get connected eg 3 a solid com- 
pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 








ie Succes OF OUR We have a contract for you under which your 
e 


UCCESS IS t ‘ ne i tae 
ERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miditin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 




















LOU SVILLE BUSINESS 
SHOWS GOOD INCREASE 


Life Men Expect Last Half of 
Present Year to Be as Good 
as First Half. 


IS RESULT OF EDUCATION 


Agents Views as to Popularity of Dif- 
ferent Policy Forms Vary— 
Good Time to Write 





LOUISVILLE, KY., Aug. 31.—Life 
insurance men of Louisville, including 
general, state and local agents, say that 
business for the earlier months of 


1920 has shown a steady gain over the 
same period of 1919, and that the year 
has been getting better month by 
month as the season advanced. Local 
life men are of the opinion that the 
last six months will be as good if 
not better. 

Present activity is attributed in part 
to many years of educating the public, 
and to the fact that wages are good, 
time good for the wage earner and in- 
surance rates comparatively cheap, as 
they have not advanced while other 
things have been advancing, as that 
the premiums don’t seem as big as in 
the old days. 


Little Difference in Policy Size 


There appears to be very little dif- 
ference in the average size of policies. 
Group insurance has shown a good in- 
crease as a result of existing industrial 
conditions. 

The tightening up of money and in- 
creased rates charged by bankers on 
loans have not affected the local situa- 
tion materially as yet. Financing time 
payments is the whole thing in a nut 
shell. The general agent who has good 
local agents who can finance them- 
selves is in luck, while other general 
agents are strong enough financially 
to handle the situation, or have good 
banking accommodations, and haven't 
much trouble on that score. However, 
the day has come when the local agents 
won't find it so easy to take notes 
without interest until maturity, and do 
similar stunts which are not for the 
best interests of the insurance business. 


Cc. D. Rodman’s Comment 


C. D. Rodman, general agent for the 
Northwestern Mutual Life, in discuss- 
ing conditions said: 

“Business is showing a steady in- 
crease. May was the best of the five 
first months. We had $916,000 of re- 
ported business in May, which is better 
than six months’ business has formerly 
averaged over a ten-year period. We 
are showing a steady increase in the 
country, and our business is showing 2 
tendency toward endowments. This is 
largely a result of educating the public, 
as well as our agents. The agent will 
sell what he believes in, and I’ve talked 
my men into believing in endowment, 
which has made them educated writers 
along that line. We also show an in- 
crease in size of policies written, due to 
the fact that small policies don’t rep- 
resent much coverage today consider- 
ing the small purchasing value of 
money. Other lines are not showing 
so much gain or loss. Long term en- 
dowment and monthly income are both 
increasing, and a tendency shown to 
thirty years and up. There is also a 
tendency to convert old forms to 
monthly income over a period. We are 
finding country business showing an 
increase proportionately over city. The 
tight money market is showing no ef- 
fect as yet, but may later. That is a 


problem that lies with the general 
agent’s ability to finance.” 
Henry J. Powell, 


of the Equitable 





Life of New York, stated that produc- 
tion as a whole was about the same, 
with each month showing a big gain 
over the same months of last year, and 
policy sizes about the same. While 
the business hasn’t been closely ana- 
lyzed, premiums are running over $40 
a thousand average, and a good volume 
is coming from all sections, city and 
state. No complaints of poor business 
are being received from any section of 
the territory, and it is a cinch that all 
sections are doing well, as complaints 
come fast when business is dull. Agents 
are running ahead of allotments, and 
things as a whole are moving along 
fine. Group insurance has been good, 
15 to 20-pay is active, straight life is 
fair, endowment is running lighter 
than other forms, limited pay is ali 
right, and life income is active. 

Mr. Powell said: “The times are 
right, and now is the time for the life 
man to get a big volume. If he can’t 
write it now he can never write it. 
During the war period everyone was 
afraid of losing business, but we 
showed an increase steadily. The man 
who doesn’t take advantage of the 
present good time to show a good in- 
crease is making a big mistake, as there 
was never an casier time to write busi- 
ness.” 

Ordinary Life Best Bet 


A. W. Finley, general agent for the 
Penn Mutual, reported that business 
was holding up well, a nice increase be- 
ing shown over last year, and that it 
was well distributed over city and 
state, due to a well established organ- 
ization working every territory. He 
stated that the size of policies was 
about the same, and running average 
from $2,500 to $4,000, with ordinary 
life showing the largest percentage, en- 
dowment running light, and 15 or 20- 
year pay about 15 to 20 percent of the 
total. Term insurance is light. Ordi- 
nary life is the best bet, running about 
75 percent of the total, with endow- 
ment about 5 percent. 


W. D. Mead of Seattle 


Discusses Loan Values 


D. MEAD of Seattle, Wash., 
¢ state general agent of the 
Pacific Mutual Life, well known in life 
underwriters’ association circles, being 
regional vice-president in his section 
for the National body, was asked, 
whether in his opinion, life agents 
should emphasize loan values in their 
canvass. He declares that life agents 
should talk protection more than they 
do, but, at the same time, it would 
be very unwise in his opinion to for 
get to lay sufficient stress on the fact 
that a man in purchasing life insurance 
is laying aside a contingency reserve 
Continuing, he said: 

“If you were to pin me down to a 
definite statement, I would say that 
we should not overlook talking about 
the loan value of the policy. If we 
did nothing but sell and talk protec- 
tion, a great deal more term insurance 
would be bought and most insurance 
be written on the ordinary life plan, 
and most of the dividends would be 
taken yearly. After many years of 
solicitation I am convinced that most 
men buy insurance not only for their 
families but for themselves, hoping that 
the contract will eventually become an 
endowment contract for the old age 
period of their lives. Statistics show 
that there are very few men who can 
afford to pay premiums for more than 
20 years, and most of them at some 
time or other ask the company to tide 
them over some unexpected situation, 
which of course, emphasizes the loan 
value of the policy.” 


Vice-President G. S. Nollen of the 
Bankers Life, who has returned recently 
from two months in Europe, was the 
principal speaker at the weekly meeting 
of the Des Moines Ad Men's Club. He 
discussed financial and insurance condi- 
tions in western Europe. 
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RENEWAL MAN WANTED 


Young man who has had 
experience and has demon- 
strated ability to renew 
and reinstate by mail. 
Must be first-rate corre- 
spondent and have some 
executive ability. 





Very unusual opportunity 
now with fast-growing, 
well-established, middle 
western life company. 
Address 6-A National Underwriter 








WANTED 


to get in touch with Life Insur- 
ance Agents and General Agents 
tor State of Illinois by growing, 
progressive Company. 

Liberal contracts with attractive 
renewals. 


Insurance in force to December 
31, 1919, $6,005,686.00. 


Providers Life Assurance Co. 
Home Offices 
10 South La Salle Street 
CHICAGO, ILL. 











DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 
105 So. La Salle 
CHICAGO, ILLINOIS 


OHIO 


A. R. BRUEHL & SON 
e GENERAL MANAGERS 
Central Department 
State of Ohio and Northern Kentucky 
Home Life Insurance Company 
18 and 22 Kast Fourth Street 
CINCINNATI, OHIO 












































Yours for the 
asking: 
A booklet on our 





SQUARE 
DEAL 











Agency Contract 


Means much to thinking insurance men 


Nat hvnaly? 
nsurance IM pany, 


Madison, Wisconsin 











Questions & Answers 
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| cation are at present doing business 
| m the United States that accept 


ness? 

Answer—The following companies in 
the United States write policies on the 
monthly payment plan: American 
Bankers, Chicago; American Life, Des 
| Moines, Ia.; Bankers Life, Lincoln, 
| Neb.; Carolina Life, Columbia, S. C.; 
Central Life, Des Moines, la.; Central 
| States Life, Crawfordsville, Ind.; Clover 
Leaf Life & Casualty, Jacksonville, IIl1.; 
| Columbia Life, Cincinnati, O. (old busi- 


ness only); Commonwealth Life, 
Omaha, Neb.; Conservative Life, South 
Bend, Ind.; Detroit Life, Detroit, 
Mich.; Equitable Life, New York, 
iz Y.; Eureka Life, Baltimore, Md.; 
Farmers Nafional Life, Chicago, IIL; 
Federal Life, Chicago, IIll.; Federal 
| Union Life, Cincinnati, O.; Great 
Northern Life, Grand Forks, N. D.; 


| Gulf Coast Life, Gulfport, Miss.; Inter- 
| Southern Life, Louisville, Ky.; National 
| American Life, Burlington, Ia.; North- 
j ern Life, Seattle, Wash.; Occidental 
Life, Los Angeles, Cal.; Register Life, 
Davenport, Ia.; Security Mutual Life, 
| Lincoln, Neb.; Security Mutual Life, 
Binghamton, N. Y.; Southeastern Life, 
| Goosavtile, S. C.; Western States Life, 
Cal.; 
| Life, Spokane, Wash. 
| We believe that most of the above 
| companies charge a slight extra pre- 
| 





| San Francisco, Western Union 


mium when paid on the monthly pay- 
ment plan. The business, however, for 
the most part is not conducted on the 
| straight industrial basis. 





Question—What is the proper blood 
pressure for different ages, heights and 
| weights? 
| Answer—The 
sure is 120 mm., 


normal systolic 
age 20. For every 


“|| year after 20, a half point additional 
may be allowed and variations of 10], 


points are allowable in the absence of 
other unfavorable findings. 


tolic should be approximately two- 
thirds of the systolic. _ 
Blood pressure readings must be 


sonal and family history. 
pressure in an overweight is more seri- 
ous than in a person of standard 
weight. In a general way, overweights 
tend to show higher blood pressures 
than do normal or underweights. 





Question—Do you know of any in- 
surance company that will insure a 
married woman in favor of her child, 
even though she is not earning her own 
living? 

Answer—Almost any life company 
will insure a married woman in favor 
of her child even though she is not 


panies most object to is where a woman 
insures her life with her husband as 


this class of risks has been bad, but it 
has not been unfavorable, though it has 
been slightly above the normal, where 
someone other than the 
named as beneficiary in such cases as 
you mention. 





Question—In a recent issue, giving an 
graph as follows: 


pin money allowance, $500,000 insur- 
ance on my life, and I were to die, 
would that insurance be exempt from 
the inheritance tax?” If this insurance 
is exempt would the beneficiary be com- 
| pelled to pay on the amount of insur- 





| ance under the income tax, or would it | 


| be free from tax in any way? 


| insurance over $40,000 payable on pol- 





(CONTINUED ON PAGE 24) 


monthly premiums on ordinary busi- | 


pres- | 


The dias- | 


earning her own living; what the com- | 


beneficiary and he pays the premiums. | 
The experience of the companies on | 


husband is | 


account of a meeting, you have a para- | 
“If my wife applied | 
for, took out, and paid for, out of her | 


Answer—The federal estate tax law | 
| imposes a tax for the excess of life | 


Question—What companies and lo- | 








taken in conjunction with other facts | 
disclosed at examination and with per- | 
A high blood | 


Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $53,000 ,000.00 





JAMES A. McVOY 


Vice-President and General Manager 








“SAFE AS A GOVERNMENT BOND” 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT MONTHLY INCOME INSURANCE. 
i]t eee LATEST POLICIES AND AGENCY CONTRACT Sat S73 \He 


Wenings OHIO IND. KY. MICH. and W VA) Write Columbus 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 











| The Maseaie Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to hich class representatives. For terms 
an. territory, write to 


WM. MONTGOMERY, President and Gen. Mer. 
New Masonic Temple Washington, D. C. 











‘‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Thomas F. Daly, President 
Denver, Colorado 











Frans Nelson, President 


F. J. Uehling, Secretary 








The Giant of the West’ 




















Southland Life Insurance Co. 


DALLAS, TEXAS 


The Progressive Company of the South 
HARRY L., SEAY, President 
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INSURANCE THAT 
INSURES 


PROTECTION THAT 
PROTECTS 


3NOR 


“SNI ISWHOUNd 








THE EQUITABLE'’S 
COMPLETE CIRCLE OF 
PROTECTION 





A CONTRACT FOR EVERY NEED 


THE EouiraBLeE Lire ASSURANCE SOCIETY OF THE U. S. 


120 Broadway, New York W. A. DAY, President 








The Close of the Day’s Work 


_. you begin to figure up your earnings and 
recall the several reason for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such fail- 


All this and more we constantly strive to give our 
agents. This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 





ures. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a direct co-operative spirit 
generously given. 


We would like to hear from several 
good men for important field positions 


Inter-Southern Life Insurance Company 


JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 














ORGANIZED 1850 


BUILD YOUR OWN BUSINESS ~< 


~ 






4 


Under Our Direct General Agency Contract 


Double Indemnity Disability Benefits 
Reducing Premiums 
SEE THE NEW LOW RATES 


INSURANCE CO. 


66 BROADWAY NEW YORK 
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MODERN BUSINESS GETTING METHODS 





Carl A. Peterson of Mutual Trust Tells 
How He Sells to Farmers in Western lowa 
—Selling Arguments that Lose the Business | 


ARL A. PETERSON is general 
agent of the Mutual Trust Life 
at Fort Dodge, Ia. Mr. Peterson 


C 


has charge of considerable territory for | 


the company, and about 85 percent of 
the business written by his men is se- 
cured from farmers. 
ber of good cities and towns in the ter- 
ritory under Mr. Peterson’s s supervision, 
hut he says that the farmer is by far 
the best life insurance prospect today 
and his men have had such good re- 
sults in soliciting farmers, that they 
are devoting practically all of their at- 
tention to getting business in the rural 
sections. 
most successful general agencies of the 
Mutual Trust Life. His men are get- 
ting the business. He knows farm con- 
ditions and the arguments that appeal 
to farmers and his ideas on getting busi- 
ness in the country districts are "oust 
reading. 
Salesman Gets Real 

Interview With Farmer 

Mr. Peterson said recently regarding 
selling life insurance to farmers: “ 


There are a num- | 


Mr. Peterson has one of the | 


| will 


| lot of 


worked for three years as a life insur- | 


ance salesman in Chicago. 
prospects in the downtown districts of 
that city. The men that I talked to 
had anywhere from three to a dozen 


salesm lling hem eve day. | - 
samemen comag en the every Cay | have seen their opportunity and bought 


| up cons siderable adjoining land. 
|} of them 


1 did not look very much different from 
the rest. I found that it was hard to 
get a prospect really interested in what 
1 had to say. He had too many men 
calling on him every day trying to ‘sell 
him something or other. 
made a pretty good record in Chicago, 


I called on } 


Although I | 


I was. always bothered by the fact that | 


too many people seemed to be very in- 
different to my selling talk. — 
have been selling business to farmers I 


Since I 


will not buy anything that | 


offer to | 


him, even if it is a $20 gold piece for 10 | 


cents. It is always best for the life 
man to take somebody along with him 
to make the introductions. The local 
banker is, of course, the best, but any 
other man who is well and favorably 
known in the community will do just 
as well. If the life agent will take such 
a man with him to introduce him and 
put a sort of a stamp of approval on 
him, one of the biggest obstacles in the 
way of getting the business is elimi- 
nated, 

Overcoming Objection 

Most Commonly Offered 

farming community where the 
the principal objection 


“In any 
land is valuable, 


to life insurance on the part of farmers | 


usually be something like this: 
‘Why, I do not need any life insur- 
ance. I have this farm. It is worth a 
money. It is producing 


| calls, no 


well, | 


What do I need with $5,000 or $10,000 | 


I am well fixed as 
spend 


of life insurance? 


it iss I am not going to any 
money paying life insurance premiums 
when my family would get this farm 
if 1 should die.’ 

“This might be all right, except tor 
the fact that in all sections of lowa 
and probably other states where the 
land has been going up, the farmers | 


had the cash with 
outright purchase, 
it through 


had not 
which to make an 
but have arranged to finance 
a mortgage. In other words, 
90 percent of the farms in any 
substantial farming community 
mortgages on them. 
farm is mortgaged can be found out in 
advance, but in Iowa it is almost a safe 


good, 
have 


| life 


Most |} 


probably | 


Whether or not a | 


| to convince 


| bet that any farm along the road has a | 


have noticed a great difference. A 
salesman who has something to say | 


seldom wastes his words on the farmer. 


Farmer Gives Proposition 

Real Consideration 

“Suppose you drive out into the 
country, stop at a farm house and go 
into the field and talk to the farmer. 
He has been there since early in 
morning and seen no one. You appear 
un the scene and start to talk life insur- 


ance to him. He does not say very 
much, but listens to your story. Per- 
haps he does not buy a policy from 


you, but after you leave he does a lot of 
thinking about what you have said. He 
has nothing else to think about, nothing 
to divert his mind and what you have 
said sinks deep. He turns it over in 
his mind, again and again, as he goes 
about his work, which is usually rather 
mechanical. That is why it is often 
times very easy to sell a farmer on a 
second interview. He has given real 
consideration to your proposition, and 
it requires only a little additional argu- 
ment on the second interview to get his 
signature. 


Must Have Some One to 
Make Introductions 
“There is no particular trick about 
Selling to farmers. It is only necessary 
to have an understanding of his char- 
acteristics, his turn of mind and his 
habits of life. It is just about useless 
ior a man that is not known in a com- 
munity to try to sell business to farm- 
ers. The big thing with the farmer is 
contsenee, If he has confidence in 
, he believes what I say and believes 
4 ‘what I have to sell. If for any 


reason he has not confidence in me, he 


the | 


mortgage on it. So I say to the farmer 
who tells me that he does not need life 
insurance: 


farms in this section of the state. You 
need never be afraid that it will not 
supply the needs of your family. If 


you live for eight or ten years longer 
you will have your mortgage all paid 
off and own this land clear. But the 


‘Yes, this is one of the best | 


big point is that you have not in your | 


vest pocket a contract with 
Almighty that says that you are going 
to be allowed to live until you do pay 
off the mortgage. You do not know 
what is going to happen. Neither 
anybody else. If you should die as 
things stand now, you would leave 


does | 
| the 


the | 


proper care of the place, or who do 
not care whether it gets proper atten- 
tion or not. The plans that you now 
have will be completed only if you live. 
Everything is based on that. If you 
should happen to die, everything is 
liable to go to smash, but if your family, 
at your death, can collect a life insur- 
ance policy, in the amount of the out- 
standing mortgage, they will be able 
to pay off everything, own the place 
clear, and be dependent upon no one.’ 


Best Time to 

Talk to Farmers 

‘There has been a lot said about the 
proper times to call on the farmer. I 
have often read that farmers should be 
closed either at the noon hour or after 


sunper when the evening chores have 
been donc. Perhaps these are the two 
| best times, but the farmer, like any- 


body else, can be closed at any time of 
the day or night when he is sufficiently 
interested in life insurance to think that 
he ought to have it and wants it. I 
drive out into the country and make 
matter what time it may be. 
I usually get to the first place about 
8 o’clock in the morning and the 
farmer is, of course, in the field. Per- 
haps he has been there since 6 or 7 
o'clock. By the time I reach him, he 
has had some pretty stiff exercise. He 
is glad of a little rest. He will stop 
and listen. Except at harvest time, the 
insurance salesman _ will rarely 
strike the farmer who will not at least 
give him a hearing even if he is work- 
ing in the field. 


Time Often Wasted in 
Talking to Wife 


the mistakes that many life 
is that they spend too much 
time trving to win the farmer's wife 
over to their way of thinking. When 
a life agent calls at a farmer’s house, 
the farmer is usually in the field and 
the wife answers the door. Many will 
at once state their business and attempt 
the farmer’s wife that life 
insurance is a good thing. 


“One of 
men make 


This is often | 


| merely time wasted, particularly where 
| the farmer does his own thinking and 
makes his own decisions. For instance, 
if I call on the manager of an office 
in Chicago and he tells me to come 
back again next week, I do not in the | 
interim go out to his residence and call 
on his wife. I do not try to see her |} 
| and persuade her to urge her husband 
to take life insurance. Why is the 
farmer any different? Probably 75 
percent of the farmers of the country 


your family instead of a fine producing | 


a lot of worries, trouble and ex- 
pense. Your two boys are only eight 
or nine years old. Surely they could 
not go out into the field and work this 
land. Your wife would have to hire a 
couple of hands to run the place. Do 
you think they would take care of 
things as well as you have? 


Life Policy Carries 

Plans to Completion 

“*You own this land, all except for a 
few thousand dollars. How does it 
happen that you own as much as you 
do? What has brought you to the posi- 
tion that you are now? Simply the 
work that you have done and the plans 
that you have made. In other words, 
you are responsible for everything that 
you have been able to accumulate, and 
when you pass on, the biggest asset of 
your family is gone. This whole thing 
may slip away from your family if the 
care of the farm happens to fall into 
the hands of men who cannot take 


farm, 


do not consult their wives about every 
move they make, but run their own 
business just as the business man in 
city runs his own business. If it is 
apparent that the wife has a great deal 
to say, of course the solicitation can 
be altered to suit, but a lot of time can 
be saved by dealing with the 
direct and talking life insurance to his 


wife only when it seems necessary by 
the turn the conversation takes.” 
Perpetuating Capital 
Some men are proud that they were 
self-made, and that unaided they have 
become able to earn or make an in- 
come of so many thousands a year. 


They are susceptible to approach by 
this avenue, for the thought is pleasing 
to them that their brains and other 
powers are the equivalent of so large a 
capital sum as would be necessary to 
yield an income of the amount they 
derive from their business. 
opener, the propriety and necessity of 
perpetuating that capital sum through 
an equal amount of life insurance, and 


then proceed to intensify desire by 
picturing the business, family, and old 
age benefits of a sufficient coverage.— 
Points 


farmer | 


Urge, as an | 


Successful Agent’s 
Plan of Presenting 
Business Insurance 


HE average business man is in 

terested in life insurance,” says W 
J. Holpa, agency supervisor of the S« 
curity Life at Portland, Ore., “and be 
fore presenting a proposition to him it 
is usually necessary to be acquainted 
with him. This is done in various 
ways, as you all know. I am usually 
posted as to his financial standing and 
family for although I am 
presenting a partner- 
ship insurance, I must know something 
about the inside history of my pros- 
pect. My principal argument for part- 
nership insurance is the advantage of 
prestige gained for the corporation or 
partnership on account of the insur- 


connections, 
corporation or 


ance. For in the present era of busi- 
ness a man’s commercial rating is usu- 
ally based upon his ability to make 
good his habuilities under all condi- 
tions, as well as tor his business acu- 


All successtul men 
lor the protection 
in case of their death, 
so why not business or corporation 
insurance, so that their bu may 
be carried on at this time, and during 
the period of readjustment, the amount 


men and judgment. 
have life insurance 
of their families, 


iness 


depending upon the volume of business 
being done by the firm, as well as the 
credit rating desired with their bank- 


ers and business associates. 

“I also point out the saving possible 
in the future on income tax as prem 
ums paid on life insurance after the 
commencement of the accumulation of 
the cash value on the policies. The 
same is considered as part of the capi- 
tal in and is entitled to the 
same ratio of reduction in the earnings 
of the money invested in 
the stock. 

“Also | point out that he is taking in 
a silent partner, which means that so 
much money is placed to his credit at 


business 


business as 


once, which also means that the part- 
nership or corporation will have the 
ready cash to buy out the estate of the 
dece Be member, if so desired, and 
that the insurance means the perpetua- 
tion of the good will of the firm, and 
also insures the business for the sur- 


viving members. 

“IT usually quote prominent 
business man who is held as a criterion 
among business men. I have “ye mind 
at present a business man on the Coast, 
who at the suggestion of his banker 
(who was also his intimate friend) over 
30 years ago took out first $5,000, then 


some 


$10,000 and later another $5,000 of life 
insurance. This banker told me he 
would find it a good investment. The 


more he thought about it, he was con- 
vinced his friend’s advice was good, It 
eventually proved to be his salvation, 
for after his policies were in force about 
15 years he faced business disaster and 
that through no fault of his own, as 
banks and wholesale houses were with- 
drawing credit on account of general 
business conditions. He saved himself, 
as he was able to borrow over $8,000 
on his life insurance policies. This 
put him in a position to do business on 
a cash basis, and during extreme finan- 
cial stringency he made money, while 
others failed. Since that time he has 
cashed in one of his $10,000 policies 
and the other is paid up for the rest 
of his natural life. This man is now 
68 years of age, and feels that it is a 
great satisfaction to know that the 
other policy will be paid to his estate 
which will provide ready cash with 
which to pay inheritance tax and other 
expenses of readjustment after his 
death.” 
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More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan.1,1910 Jan. 1, 1915 





Jan. 1, 1920 


Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 (91,495,761 


Attractive opportunities open to agents in Ohio, Indi ina, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 














THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 


1860 cn anniverssrry_ 1920 


The following figures show the growth of this Com- 
pany since the first policy was issued on July 16th, 1860: 








Surplus & Insurance 
Jan. Ist Assets Liabilities Div. Funds in Force 
1861........-..--$ 194,545 $ 10,000 $ 184,545 $ 499,979 
ape 6,640,004 5,866,390 773,614 34,090,100 
re 14,825,966 13,701,958 1,124,008 54,199,371° 
ae 34,104,782 29,360,065 4,744,717 104,327,267 
Sey 58,215,528 53,133,246 5,082,283 200,179,021 
Received from Policyholders...........sesseeeee: $172,071,765 
Paid to Policyholders since organization. .$130,142,891 
Assets held as security for Policy- 
eS ere SRE RAE Se SEN 58,215,528 
———— 188,358,419 
Net Gain to Policyholders after payment of all 
rer errr rT $ 16,286,654 
NEW BUSINESS PAID FOR 1919..... $37,342,844 


A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 








THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 
Owned and operated exclusively by Masons (only one of its kind in 
the world). 
COPYRIGHTED CONTRACTS. 

Only Mdsons need apply for Agencies. No advances. No first 
year premium notes. Cash Business. All Physicians must be Masons. 
M. E. Callane, Secretary. Bertram Day, President. 


FLETCHER TRUST BUILDING INDIANAPOLIS 








$50.00 A WEEK FOR LIFE 


whiletotally disabled from eitherinjury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravel accident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12.000.00 last year. Does it in- 


= terest you? If so write 
BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, Vice-President. 








KANSAS CITY, MISSOURI 











State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 


Incorporated 1844 


1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the STATE MUTUAL has 
furnished unsurpassed anges oe and service. 
Additions are made to our agency force when the right men are found, 
STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 





B. H. WRIGHT 
President 














QUESTIONS AND ANSWERS 
(CONTINUED FROM PAGE 21) 


icies taken out by the assured on his | 


own life. The test fixed by federal reg- 


| ulations of insurance taken out by a 


decedent on his own life, is whether the 
assured actually, directly or indirectly 
paid the premium. The insurance paid 
to an individual beneficiary is expressly 
exempt from inclusion as income under 
the income division of the federal reve- 


|} nue act. So, in the instance named, the 





insurance would not be taxed at all, if 
the wife be named as beneficiary in the 
policy. 





Question—Will you please advise 
what companies, if any, write endow- 
ment or other forms of policies on 
children up to 14 years and collect 
thereon an annual premium instead of 
so much per week? 

Answer—The following companies 
write an ordinary pure endowment on 
children: Agricultural Life, Bankers 
Life, Neb.; Boston Mutual, Central 
Life, Kas., Equitable Life, N. Y.; 
Guardian Life, N. Y.; Home Ine, N. 
¥’ Indianap»lis Life, Missori State 
Life, Mutual Irust, New York Life 
North Western National, Old Colony, 
Puritan, R. I.; Reliance Life, Sun Life, 
Md.; Surety Fund. There is no other 
ordinary form placed on the lives oi 
children. 

The purpose behind the issuing of 
this form of policy is to provide for 
a definite amount of money to insure 
the education of the daughter, say, at 
age 18, or to give the boy a good sen4- 
off at age 21, or age 25 after he finishes 
school. It is surprising that this kind 
of policy is not sold more, and the 
reason perhaps lies in the fact that 
agents do not use it as a headliner 
on their bill, and that it would not pay 
to specialize on it. There is one com- 
pany, the Old Colony Life of Chicago, 


| that advertises this form of insurance, 


|} age 5, 








| 
| 
| 





and it serves without doubt as a fine 
entering wedge to get at the rest of the 
family. While as a rule these policies 
are written without a death benefit, 
other than return of premiums for 
which an extra premium is charged, 
the Old Colony policy provides for 
graded death benefits. On a $1,000 pol- 
icy, the death benefit is $200 at age 
2, and increases $100 yearly until at 
age 10 and thereafter the benefit is 
$1,000. An endowment at age 21, 
$1,000, issued at age 2 is $44 annually, 
$54.20. Other companies, for 
the most part, use this policy merely 
to complete their “line of goods,” like 
a traveling shoe salesman who always 
carries sandals. 

The Equitable Life of New York rate 
at age 2, maturing at age 18, is $51.14; 
maturing at age 21, $40.22; maturing at 
age 25, $30.26; age 5, $68.67, $52.06, and 
$37.92. The same rates with return of 
premiums in event of death of the child 
as follows: $55.39, $43.93 and $33.42, 
$72.01, $55.21 and $40.78. 

Some companies have a provision in 
their policies for the payment of the 
face of the policy in event of death at 
any time after age 15, providing the 
insured passes a medical examination. 
These policies are all simply written, 
being pure endowments, and wherever 
a death benefit is provided for, an extra 
premium is added to the pure erdow- 
ment premium to cover the mortality. 
None of the “frills” in adult life insur- 
ance policies are in children’s policies. 


Would Amend Fraternal Law 











Three important additions to the fra- 


ternal insurance laws of Kansas will be 
proposed to the coming legislature by 
Superintendent Travis. They are: 

Prohibiting salaried officers of asso- 
ciations being delegates to state and na- 
tional conventions. 

Prohibiting officers of associations re- 
ceiving fees in the mergers of fraternal 
organizations. 

Authorizing the insurance department 
to supervise and prevent, if necessary, 
increases in fraternal insurance rates or 


| ratings. 


The proposed laws are to be made ap- 
Plicable to both fraternals with head- 


quarters in Kansas and to those outside 
the state, but operating in Kansas. 


Northern California Drive 


A preliminary contest was held during 
the past month in the northern California 
agency of the Aetna Life preparatory to 
the big September drive which the 
agents at the recent club trip in Yose- 
mite Valley voted to have in honor of 
the general agent. Prizes have been 
provided for August production for the 
leading producers in two classes of 
agents—those devoting full time to life 
insurance and those engaged actively in 
production of other lines of the company, 
three of the full time life agents being 
handicapped $25,000. 


Banks Require Information 


all but one of the fed- 
eral reserve banks have in their loan 
application blanks a question concern 
ing the amount of life insurance carried 
and to whom it is payable. Bankers 
everywhere in the country take account 
of life insurance when considering credit. 
—Points. 


It is said that 


Life Notes 
The Phoenix Mutval Life has declared 


its readiness to purchase for its em- 
ployes Liberty bonds at present low 
prices, to be paid for by the employes 


in installments extending over any num- 

ber of months not exceeding twenty. 
The prominent business producers of 

the Connecticut General Life to the num- 


! ber of nearly 300 will meet in convention 


at Bretton Woods, White Mountain, Ver- 
mont, Sept. 15-18. Several officials will 
be present from Hartford and will take 
part in the proceedings. 


HOME LIFE 
INSURANCE CO. 


NEW YORK 





WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OxIO 

















The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 





A Good Chance for | 
Reputable Men 














A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia | 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 
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| 
| 
j 














